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R. HOWARD BLAND ENTERS CHRYSLER FIGHT 


Maryland Commissioner Says Palmetto Policies There Will Be 
Countersigned by Alexander & Alexander 


ALTIMORE, MD., August 25.—R. Howard 
Bland, president of the United States Fidel- 
ity and Guaranty Company, has resigned as 
a director of the Commercial Credit Com- 
pany, the powerful automobile financing 
concern, and has opened up a fight to have 
the Maryland Insurance Department take an 

aggressive stand in the Chrysler-Palmetto controversy. 

Upon returning from his vacation he took up both phases 
of the situation at once, making it clear that he would have 
spoken sooner had he been in the city at the time the question 
came up. 

When Mr. Bland learned how closely Commercial Credit 
was identified with the scheme he served notice on his asso- 
ciates in Baltimore financial circles that he would not he iden- 
tifed with that company any longer. This is believed to be 
the first step in an attack from a new angle on the whole plan. 

Carville D. Benson, insurance commissioner of Maryland, 
after a conference with Charles B. Alexander, of Alexander 
& Alexander, insurance brokers of Baltimore, who handled 
the Chrysler deal, wrote the following letter to Mr. Bland: 

: “In reply to your letter of the roth instant in regard to the 

Chrysler-Palmetto insurance plan and the protest of the vari- 





s ( 


DY 





Ouls companies and agencies accompanying same, I beg to ad- 
vise you that I have taken the matter up with Mr. Charles B. 
Alexander, of Alexander & Alexander, and have arranged 
that all policies issued by the Palmetto Fire Insurance Com- 
Pany shall be counter-signed by Alexander & Alexander or 
their legally authorized representatives, and that all policies 





shall be reported and tax paid thereon to the State of Mary- 
land. 

“Furthermore, that all certificates outstanding will have af- 
fixed endorsements attached to them bearing the signature of 
the State agent of the Palmetto Fire Insurance Company. 

“By this plan the Palmetto Fire Insurance Company will 
pay taxes to the State of Maryland on all contracts on insur- 
ance issued attaching to cars sold in the State. 


“This matter would have received attention from me prior 
to the receiving of your protest had it not been that Mr. 
Charles B. Alexander was in the hospital and it’ was impos- 
sible for me to see him. 

“Please accept my thanks, however, for calling my atten- 
tion to the specific objections which you and the companies 
acting through you had to the Chrysler-Palmetto insurance 
plan, and I trust the arrangements I have made for the protec- 
tion of the State in regard to taxes and the companies with the 
State agency law meet your approval.” 

Although many fire insurance company officials have come 
out strongly against the Chrysler-Palmetto plan of insurance 
on automobiles, the present instance is said to be the first in 
which the head of a great casualty company has personally 
taken a definite part in the controversy to the extent of com- 
municating with a State insurance commissioner. This does 
not mean that casualty officials are quiescent. On the con- 


trary, they are most outspoken, among themselves and with 
other insurance men, against the Chrysler plan; but officially, 
and as a group, they have made no public move until now. 
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Aeceident and Health Insurance 


By Harotp R. Gorpon 
Secretary, Insurance Economics Society of America; Executive Secretary, Health and Accident Underwriters’ Conference 


ASED upon conservative statistics, it is estimated that 
each person in the United States is disabled for an aver- 
age of 11 days per year by reason of accidents and 

sickness. Thus, the American public is incapacitated for a 
total of over a billion days each year. Approximately 7 of 
the 11 days of yearly disability are a result of sickness caused 
by disease, while the other 4 days are a result of accidental 
injury. In addition to this loss, it has been estimated that in 
the year 1924 there occurred in the United States approxi- 
mately 85,000 fatalities due to accidents. Of this number 
about 20 per cent were the result of automobile accidents. 
Next to automobile fatalities we find that a large number of 
accidental deaths are due to falling. When it is realized that 
every day in the United States approximately 50 persons are 
killed by the automobile and over 36 by falling we have only 
a glimpse at the enormous accident hazard. 

Putting aside for the moment the human element of suf- 
fering and misery caused by the twin Juggernauts, Accident 
and Disease, consider the economic effect of this loss upon the 
individuals who are the income producers or wage-earners of 
our nation, either for themselves alone or a family unit. The 
U. S. Bureau of Census estimates that about 40 per cent of 
our entire population are persons 10 years of age or over, who 
are gainfully employed. Assuming a population of 112,000,000 
for the United States in 1924, the number of persons, IO years 
of age or over, who were gainfully employed would be 
44,800,000. With an average daily wage of $3.00, the eco- 
nomic loss occasioned by loss of time due to accident and sick- 
ness to this income-producing group would be $1,478,400,000 
or nearly one and one-half billion dollars. 

To this stupendous amount can be added another sum for 
loss of life due to accidents. Assuming that 40 per cent of 
last year’s 85,000 accidental deaths occurred among those gain- 
fully employed, and placing the usual liability of $5,000 for 
the economic loss of life, we arrive at the sum of $170,000,000 
as representing the economic loss due to accidental deaths of 
this group ($5,000 multiplied by 34,000 accidental deaths). 

What is the remedy for this condition and what is the rela- 
tion of accident and health (sickness) insurance to the above 
facts? 

First, we know that the majority of all accidents and sick- 
ness is preventable. Therefore, our first consideration, which 
is humanitarian, should be directed to a program of Preven- 
tion. It is not a matter of interest to a few, but should be of 
immediate concern to every individual in the United States. 
This work of preventing accidents and sickness is being 
carried on in an extremely successful manner by such agencies 
as the National Safety Council, the medical profession, the 
Life Extension Institute, philanthropic research bodies, various 
insurance companies, and numerous local organizations. 
Through education and by focusing public attention upon Pre- 


*Extracted from a treatise just prepared for the School of Business Administra- 
tion, Insurance Economics Society of America. 


vention, remarkable progress is being made in the Saving of 
human life and reducing the accident and sickness loss ratio, 

Secondly, a large part of the economic loss is being dis. 
tributed by means of accident and health insurance in such , 
way that no heavy financial burden is placed upon an individual 
when suddenly disabled and deprived of his earning power, A 
trifle over 25 years ago accident and health insurance was prac. 
tically unheard of. At the present time it is compensating to a 
large extent the economic value of loss of time or the cong. 
quent loss of earning power to persons meeting with accident 
and sickness. How great a role this growing branch of jn- 
surance is destined to play in the future can only be prophe- 
sied. The miner, the farmer, the industrial worker, the clerk 
sthe business and professional man, and those engaged in 
many other occupations are vitally affected when accident or 
sickness shuts off their earning power for a certain period of 
time. However, this loss, like most other economic losses, is 
insurable and accident and health insurance performs a func. 
tion which stabilizes the income earning power of individuals, 

Accident and health insurance can be obtained from vari- 
ous types of insurance carriers, all of whom are licensed and 
regulated by state supervising officials. In no other line of 
business is the public so well safeguarded by legislation and 
regulation as in the insurance business. Accident and health 
instirance companies are required to maintain large reserves, 
so that every contingency may be met promptly. 

Nearly every person can obtain accident and health insur- 
ance protection in some form. Certain restrictions are placed 
upon those so physically handicapped that they cannot be fully 
insured and upon extremely dangerous occupations such as 
aviators, auto drivers in speed contests, handlers of explosives, 
etc. Because the purpose of accident and health insurance is 
to provide an income while disabled, such insurance is usually 
restricted to income earning years—hbetween the ages of 18 


and 60. 


HAZARD OF ACCIDENTS 

It is a well-known fact that certain persons are exposed t0 
greater danger of accidental injury due to their occupation 
than are others, and consequently the cost of accident insur- 
ance varies with the degree of the hazard of a person’s ocet: 
pation. Based upon a broad experience over a number 0! 
years, all occupations have been classified into a few distinct 
groups, each group having approximately the same degree of 
hazard to accidental injury. For example, office workers and per 
sons whose occupations confine them to desk duties are classed 
as the least hazardous of any of the groups, while such occtr 


street car conductors, drivers, 
ed 


pations as railway brakemen, 
etc., are placed in groups that are known to be more exp0s 
to accidents. The cost of accident insurance is dependent 
partly upon the hazard of the various occupations, althoug! 
some policies are so constructed that this factor is ignored 


and a person may be insured irrespective of his occupation 
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ENFORCING TRAFFIC LAWS 
THROUGHOUT THE COUNTRY 


T is generally agreed that the problem 

of reducing the number of automobile 
accidents is one of traffic law enforce- 
ment, proper licensing of drivers and ed- 
ucational safety campaigns. Of these 
methods, perhaps the most reliable is law 
enforcement and it is only natural that 
right-thinking automobile owners, as well 
as insurance companies, should look to 
police and court authorities for the ac- 
tion and energy needed to change what is 
now a costly and life-destroying situa- 
tion, If, then, the courts are a prime 
factor in the question, it may well be 
asked to what extent the judiciary is it- 
self educated in its attitude toward the 
law-breaking automobile driver. 

In Brooklyn, New York, last week a 
woman appeared in court, arrested on 
charges of driving her automobile at an 
excessive rate of speed and operating it 
without a license despite the requirement 
m New York State that an automobile 
operator's license is essential. The judge 
in this case, apparently swayed by sud- 
den sympathy, fined the lady $5 and dis- 
missed her with the usual warning. 

Such an instance brings out pointediy 
the need for a drastic change in the atti- 
tude of some magistrates toward the 
reckless and law-breaking automobile 
driver, Many States now have laws re- 
quiring the licensing of automobile own- 
€s and operators and these laws, as far 
as ethical considerations are concerned, 


are as deserving of obedience and en- 
forcement as any statutes now on the 
books. 

It so happens that in New York State 
the Sullivan Law makes it a criminal 
offense to carry or possess certain classes 
of weapons. ‘This law looks upon the 
man who carries a revolver as a potential 
criminal some say, rightly 
Whether a man or woman who know- 


and, sO. 
ingly and willfully operates an automo- 
hile without a license and in defiance of 
the law is on a parity with the gun-carry- 
ing criminal, is a question at least open to 
argument. 

The judge who fined the lady $5, for 
speeding and driving an automobile with- 
out a license, would probably have sent 
to jail for a year or more any man or 
woman who had been brought before him 
charged with carrying a revolver. The 
1924 record of 19,000 deaths in automo- 
bile accidents and more than 450,000 in- 
juries would appear to indicate that the 
criminal culpability involved in_ traffic 
law violation and in Sullivan law viola- 
tion is not very dissimilar. Of course, 
not all automobile accidents are caused by 
persons who are operating their cars 
without licenses. However, records show 
that a too-great percentage of such acci- 
dents is brought about by those who defy 
the States’ license laws. 

The old cry from the Sunny-Side-of- 
the-Street Club that “something must be 
done” is not efficacious in checking or 
punishing the automobile criminal. What 
is needed is an aroused public opinion, 
sanely directed and strongly backed by a 
system of justice which promptly fits the 
punishment to the crime. 





AVIATION SUBSIDIES 

NEW reason for discussing the 

problem of insurance on commercial 
aeroplanes has been provided by the news 
that the Administration measure looking 
toward subsidies for commercial aviation 
will be introduced in Congress by Senator 
Bingham, of Connecticut, who is said to 
have the backing of President Calvin 
Coolidge in this enterprise. 

Senator Bingham in his report made to 
the President of the United States, em- 
phasizes the necessity of creating a Bu- 
reau of Air Navigation in the Depart- 
ment of Commerce and urges the 
Government to establish a national sys- 
tem of ground lighthouses for the direc- 


5 


tion of aeroplanes engaged in night fly- 
ing. His legislation, it is understood, 
will embody subsidization of the aero- 
plane industry and will seek to put in 
force a regular lederal inspection system 
for aeroplanes and pilots. 

In his report, Senator Bingham pointed 
out that the experience of the Air Mail 
Service has proved that proper inspec- 
tion of planes and pilots will greatly min- 
imize loss and disaster. The Senator 
says that once inspection regulations are 


in force and their efficacy is demon- 
strated, insurance companies will quickly 
assume risks on their cargoes and a regu- 
lar business by air can be carried on. 
The report indicates that the Federal 
Government should provide radio assist- 
ance and should broadcast weather re- 
ports for the benefit of aviators. Con- 
tinuing his outline of the situation, Sen- 
ator Bingham states: 

The Post Office Department has made a 
wonderful record for safety by its system of 
inspection of pilots and planes. If we could 
have some certainty of careful inspection in 
commercial aviation we could get insurance 
rates that would give the proper protection. 
An insurance company would not think of giv- 
ing insurance on a cargo at sea without know- 
ing that the ship was in charge of a competent 
pilot, that the boilers had been inspected and 
that all possible precautions had been taken. 

In its issue of August 16, 1923, THE 
SPECTATOR, in an article entitled “Insur- 
ance Possibilities in Commercial Avia- 
tion,” pointed out that Government sub- 
sidy providing for proper landing fields 
and offering aid to commercial aviation 
was a necessary factor in the develop- 
ment of the aeroplane industry in this 
country. In that article THE SPECTATOR 
stated : 

The problems of commercial aviation in 
the United States resolve themselves pri- 
marily into the following: adequately equipped 
and conveniently located landing fields, suitabie 
aeroplanes and motors, proper education of 
the public by means of broadcasted informa- 
tion and advertising, and the training of me- 
chanics, fitters and riggers who will thoroughly 
understand their work. There is no lack of 
pilots who have had such war experience as 
more than fits them for employment as passen- 
ger carriers. 


The establishment of landing fields and 
the proper inspection of equipment and 
personnel should aid aviation in reaching 
the point where insurance companies will 
no longer hesitate at writing aeroplane 
risks. 
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MEDICAL LIFE WILL REINSURE 
REPUBLIC LIFE 


Final Details Soon to Be Consummated— 
Now Operating in Seven States 


Another forward step in the progress of 
the Medical Life Insurance Company of 
Waterloo will have been made when the final 
details of the reinsurance by that company 
of the Republic Life of Des Moines have 
been consummated, which will undoubtedly 
be in the next few days. Because of the fact 
that the Republic Life is a mutual company 
it is necessary to send out letters to the 
policyholders before the transaction can be 
finally okayed by the proper authorities. 

The Medical Life has been making a 
splendid record and plans for September a 
special drive which will undoubtedly produce 
for the company in the neighborhood of two 
and one half millions of business, which will 
indeed be a splendid record for a company 
of the size and age of the Medical Life, 
which was not organized to do business until 
August 1921. The company’s statement as 
of December 31, 1924, shows a total business 
in force of $6,300,000. 

Recently the company moved into larger 
and finer quarters on the first floor of the 
Lafayette Building, where it has modern at- 
tractive offices. 

During September, and as a part of the 
company’s general drive for business, it will 
conduct a special campaign in Waterloo and 
Blackhawk county. The Medical Life is 
unusual in that it has always written a good 
volume of business in its own territory and 
present plans are to increase this home 
territory business through well organized 
solicitation and with the help of a special 
newspaper campaign. The Medical Life In- 
surance Company is now doing business in 
seven States, having entered, within the last 


year, Illinois, South Dakota, Kansas and 
Nebraska. 


I. G. Londergan, vice-president and general 
manager of the company, in speaking of the 
company’s business drive, said, “Our agency 
force is showing a splendid spirit and we 
hope to establish a record for this young 
company which will be of real credit to the 
life insurance business. Business is good and 
we intend to get more than our share of it.” 

Other officers of the company are Dr. W. 
A. Rholf, president; J. H. Shanks, vice-presi- 
dent; R. Kennon, secretary and actuary. 


DETROIT LIFE MEN MEET 
Annual Convention of Agents Being Held 
on Boat Trip 
The annual agents’ convention of the Detroit 
Life Insurance Company is being held this 
week on board the steamer Tionesta and in 
the Copper Country of Michigan. The meet- 
ing began on August 26 and will close Sep- 
tember 3. The agents gathered at the home 
office yesterday and left Detroit to-day. This 
afternoon President M. E. O’Brien will deliver 
an address of welcome and to-morrow the 
business sessions will be held while the steamer 


is at Mackinac Island. 


On Saturday the group will arrive at 
Houghton and another agency meeting will be 
held at the Elks’ Temple at Hancock later in 
the day. Saturday evening will witness the 
grand banquet, at which the mayor of Han- 
cock will welcome the party and will be an- 
swered by Homer Guck, assistant to the presi- 
dent. Frank H. Watson, vice-president of the 
company, will speak on “The Early Days of 
the Detroit Life” at this session, and Presi- 
dent O’Brien will close the day’s activity. 


Dallas Wants 1927 Convention of 
National Life Underwriters 
The city of Dalfas, Tex., has joined the 
number of those seeking the 1927 convention 
of the National Association of Life Under- 


writers and will vie with Washington, DC 
for the honor of entertaining the delegates, 
The 1926 convention will probably go rd 
either Philadelphia or Detroit, as both Cities 
have put in their bids. 


To Instruct in Newark Y. M.C. A. Course 


The life insurance course given fast year 
by the Newark Y. M. C. A., will be repeated 
by this writer with Robert James Williams, 
of the C. B. Knight general agency in New 
York, in charge. Mr. Williams is a graduate 
of the New York University course, and an 
Englishman of exceptional personality, He jg 
a very successful personal writer. Final de. 
tails were arranged at a luncheon Tuesday, 
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YOUR INVESTMENT 


Your whole investment in the business is 
your brain and time. 
who does not pay a cent for office rent. 
Not a cent for clerk hire. 
advertising. Your goods do not go out of 
You do not have to borrow to carry 
You do not have to carry bad 
debts. You do not have to wait for seasons. 
You do not have to wait for customers. What 
stands between you and success? Nothing. 
You carry inside of your hat all the material 
necessary to paint a picture of what life 
insurance will accomplish and the better the 
picture the easier it is to sell your prospect. 


In practically every prospect’s mind there 
is built up a reason why he should not take 
If this were not so and every- 
one applied of his own free will you would be 
out of a job. Salesmanship, therefore, con- 
sists of convincing people and overcoming 
objections. It is a service you owe the public. 
Are you daily adding to your store of argu- 
ments to transfer ‘‘no’’ into ‘“‘yes’’? 


Insurance Company of America 
Epwarp D. DuFFIELD, President 
Home Office, Newark, New Jersey 


een 


You may be one 
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a 
PROGRAM OF SESSIONS 


Business and Pleasure Combined by 
National Association of Life 
Underwriters 





DELEGATES TO HAVE SPECIAL TRAIN 





Plans for “Greatest Convention” Being 

Rushed to Completion—Keynotes Struck 

and Chairmen Announced 

Plans to make the coming meeting of the 
National of Life Underwriters 
the greatest convention that body has ever 
staged are now being completed. As will be 
recalled, the gathering will come together in 
Kansas City, Mo., on September 29 and 30 
and October 1 and 2 at the Muehlebach Hotel. 
In accordance with transportation arrange- 
ments in charge of Jos. P. W. Harty, chair- 
man of the New York convention committee, 
a special train has been chartered for the 
journey to Kansas City and will be joined en 
route by delegations from other cities. The 
entire expense of a round trip from New 
York has been estimated by the committee 
at about $175 and an outline of the itinerary 
can be secured from Everett M. Ensign, execu- 
tive secretary of the National Association, by 
application to him at 25 West 43d street, New 
York city. 

In the pamphlet which has been sent out 
to announce the plans so far completed, the 
following summary of the business and enter- 
tamment features of the program has been 
provided : 


Association 


Business ProcGRAM 


Tuesday Morning—9:30 to 1:00 P. M.— 
“Life Insurance Policies to Help Education.” 
Wednesday Morning—9:30 to 1:00 P. M— 
“How Trust Companies Can Help Life Un- 
derwriters.” 

Program in charge of Edward A. Woods, 
Equitable Life, Pittsburgh, Pa. 

Wednesday Evening—7 :30 P. M. to 11:00 P. 
M—“Agency Building.” 

Program in charge of Griffin M. Lovelace, 
director, Life Insurance Training Course, New 
York University, New York city. 

Thursday Morning—g:30 A. M. to 1:00 P. 
M—“The Value of a Clientele.” 

Program in charge of Paul F. Clark, John 
Hancock Mutual Life, Boston, Mass. ; 

, Thursday Evening—6:30 to 9:30 P. M— 
Banquet.” —Chancellor Lindley of Kansas 
University and Henry J. Allen, ex-governor, 
Kansas, 

Friday Morning—9:30 to 1:00 P. M—‘Ser- 
vice to Clients.” 

Program in charge of J. D. Bookstaver, 
Travelers Insurance Company, New York city. 


SoctaL ProcRAM 


Monday, September 28, evening, dance and 
em Colonial Room, Muehlebach 
Mel, 


we teaees: September 209, afternoon, automo- 
We ride and tea for ladies at Hillcrest Coun- 
try Club. 

—— evening, reception and dance, with 
“veral orchestras, unique al fresco entertain- 
ment and features. 

r ednesday, September 30, afternoon, golf 
ne with prizes, Mission Hills Golf 


Wednesday evening ministrel show at a local 
theater. 

Thursday; October 1, afternoon, card party 
for ladies at Mission Hills Golf Club. 

Thursday evening, annual banquet, Pompeian 
Room, Baltimore Hotel with Chancellor Lind- 
ley and ex-Governor Allen as speakers. Dance 
to follow. 

Golf.—Careful attention is being paid to 
arrangements for golfing accommodations. 
Privileges at every club in the city have been 
secured, and any visitor will be taken to any 
club when he desires to play. 

The convention proper convenes Tuesday 
morning, September 29, at 9:30 A. M. The 
first day’s session will include the brief and 
formal opening of the convention and then 
Frank L. Jones, of Indianapolis, the chair- 
man, will take charge of this session and 
carry through a program which has been built 
around the general subject of the part Life 
Insurance plays in matters of education. 

Wednesday morning’s session will be con- 
ducted by Franklin W. Ganse of Boston, 
where a complete outline will be given, using 
charts and stereopticon of the various ways in 
which life underwriters and trust officers can 
cooperate to their mutual advantage. 

The agency-building session which has been 
so much demanded at the last two conventions 
will be held Wednesday evening. 

Paul F. Clark of Boston, is in charge of the 
Thursday morning session, which will be upon 
the topic of “The Value of a Clientele.” 

On the afternoon of this day while some 
are trying the golf links of Kansas City, 
there will be held an hour’s session on “Or- 
ganization-—Methods and Plans,” which will 
be in charge of E. B. Hamlin of Cleveland, 
and William A. Searle, assistant to the Na- 
tional president. 

Thursday evening is the annual banquet, the 
program of which is in the hands of Presi- 
dent John William Clegg of Philadelphia. 
The attendance at this is limited to 800. The 
speakers of national prominence will be an- 
nounced later. 


Cleveland Life’s Convention 
The most convention in 
the history of the Cleveland Life of Cleveland 
was last week at the club house on the grounds 
of President W. H. Hunt’s country home at 
Ohio. The 
Club members and their wives, to- 


successful agency 


Terraced Lakes, Independence, 
Foremost 
gether with home office officials approximat- 
ing 100 people, enjoyed a three-day program, 
which was filled with unique and novel busi- 
ness features. 
Opens New Home Office 

The Life Insurance Com- 
pany, Toronta, Canada, opened a new head 
building in that city on August 26. 
Elaborate ceremonies marked the occasion and 


Manufacturers 
office 


concluded with a luncheon given by the com- 
pany to its guests. Hon. P. C. Larkin, Cana- 
dian High Commissioner, conducted the exer- 
cises and friends and agents of the company 
attended. The structure which houses the new 
office of the Manufacturers Life is located at 


1oo Bloor street, East, Toronto. 
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INTER-SOUTHERN AFFAIRS 


Report of Ernst & Ernst Submitted 
to Department and Company 





CONFERENCES WITH COMMISSIONER 
HELD 





Stanley Reed Removed as Secretary at 
Special Meeting of Directors’ Board 
LovutsvitLE, Ky., August 22.—The Inter- 

Southern Life situation, which has held the 
atention of life underwriters for months, is 
nearing its crux. The long anticipated re- 
port of the financial condition of the com- 
pany soon may be made public. Already it has 
been submitted to the Kentucky State Insur- 
ance Department and was to he presented to 
the board of directors at a special meeting 
called for Tuesday afternoon of this week. 

The date for the presentation to the board 
was decided upon last Friday after the vari- 
ous interests concerned in the affairs of the 
company had held lengthy conferences with 
State Insurance Commissioner Shelton M. 
Saufley at his offices in Frankfort. 

The report, Commissioner Saufley said, has 
not been accepted finally and will not be made 
a matter of office record until the officers 
and directors of the company have had ample 
opportunity to weigh it thoroughly and take 
whatever action they may see fit. 

Other than the announcement that the re- 
port would be submitted to the board nothing 
concerning the nature of the conferences was 
given out officially. 

Other developments during the week were 
the removal of Stanley Reed as secretary and 
the appointment of Charles B. Nordeman as 
his temporary successor. Mr. Reed was 
moved from office at a special meeting of the 
board of directors held in the company offices 
Wednesday afternoon. His removal, it is un- 
derstood, followed his refusal to resign. 

The meeting of the board was called by 
President James R. Duffin soon after it had 
heen announced that Ernst & Ernst, Cincin- 
nati firm of accountants, had_ been 
engaged by Commissioner Saufley to conduct 
an audit of the books, had completed their 
work and had submitted their report to the 
Commissioner. The latter came to Louisville 
Wednesday morning to advise that he had re- 
ceived the report. 

Neither Mr. Reed nor Mr. Duffin would dis- 
cuss the matter of the former’s removal, but 
from authoritative sources it was learned that 
at least two of the directors, Ellsworth Regen- 
stein and D. C. Stinson, voted for his reten- 
tion, with the rest of the board against him. 

Mr. Reed’s removal was but another signal 
victory for the Duffin and goes to 
show that President Duffin is. determined to 
“clean all opposition which has arisen 
against him. 

Mr. Reed had held the office of secretary fer 
fifteen years. Despite his removal from that 
important office he still retains his place on 
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Civilization Follows The Flag ‘“‘Righteousness Exalteth a Nation’? 


Likewise 


But 
Life Insurance Enriches a Nation 


The Flag Follows The Missionary 


| * 


The 
INTER -SOUTHERN 
LIFE INSURANCE COMPANY 


Louisville, Kentucky. 


In the same degree that 
the missionary preaches 
righteousness (right living) 


The 
Life Insurance Agent Is 
also a Missionary Preaching 
Salvation from Ignorance 
and Shortsightedness. 


Equips its missionaries (agents) with policy contracts 
designed to meet the need of every eligible individual 
and also the need of every individual group on the 
basis of Stewardship (Service). 


. The 
INTER-SOUTHERN LIFE INSURANCE COMPANY 


LOUISVILLE, KENTUCKY 








—Is A Good Company— 
Clean—Strong—Progressive 


If you are a clean, strong, progressive agent we may have a place for you. 

















SALESMEN WANTED 


Reliable Men in Arizona, New Mexico and Texas 


for All or Part Time to Sell Old Line Life 


Insurance. 


Attractive Policies. Liberal Commissions. Both 
Standard and Sub-Standard Risks. 


If You Are Already Writing Insurance Stop That 
Leak in Your Income by Placing Your Declined 
Business With Us. 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 
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LIFE INSURANCE GAINS 





Totals 16 Per Cent Ahead of 
Same Month Last Year 





NEW PAID BUSINESS REACHES $688,- 


000,000 in UNITED STATES 





Canadian Writings Show Advance of 7 
Per Cent Over 1924 Figures 

For three months in succession, sales of or- 
dinary life insurance in the United States in 
July were 16 per cent ahead of the corre- 
sponding month last year, according to a re- 
port just published by the Life Insurance Sales 
Research Bureau of Hartford, Conn. 

The figures showed the very large total of 
$88,000,000 of new paid business in the coun- 
tryas a whole. These figures were contributed 
by companies doing about &8 per cent of the 
total business sold. 

So widespread was the evidence of good 
business conditions that practically every 
State in the Union showed a gain over the 
record of a year ago. 

Improving agricultural conditions in the 
spring wheat sections were reflected in the 
enormous gains shown in the Dakotas, where 
increases Of 98 per cent and 47 per cent were 
shown in North and South Dakota, 
tively. 

The widely discussed boom in Florida re- 
sulted in a record-breaking month there, sales 
being $8,750,000—a gain of 94 per cent over 
July, 1924. 

Other States which showed outstanding 
gains for July were: Rhode Island, 73 per 
cent gain over July, 1924; Delaware, 51 per 
cent gain over July, 1924; Vermtont, 38 per 
cent gain over July, 1924; District of Colum- 
bia, 35 per cent gain over July, 1924; Wyom- 
ing, 33 per cent gain over July, 1924; New 
York, 29 per cent gain over July, 1924; Con- 
necticut, 23 per cent gain over July, 1924; 
Nevada, 23 per cent gain over July, 1924; 
Minnesota, 22 per cent gain over July, 1024; 
Wisconsin, 22 per cent gain over July, 1924. 

So excellent were the sales in July that the 
record for the year to date was again raised. 
For the seven months of 1925, an increase of 
II per cent over the seven months of 1924 is 
now shown for the country as a whole. Each 
succeeding month shows a continuing or in- 
creasing rate of improvement over 1924, and 
if the Present rate is carried through the re- 
maining five months, the amount of protection 
given to the American public will reach a total 
which was undreamed of only a few years 
ago. Of the nine main geographical divisions, 
each shows a gain for the seven months of at 
least 5 per cent. The leading section is the 
West North Central, comprising the States of 
Minnesota, Iowa, Missouri, North Dakota, 
South Dakota, Nebraska and Kansas, and the 
West South Central, comprising the States of 
Arkansas, Louisiana, Oklahoma and Texas. 
Each shows an improvement of 13 per cent. 
Path rig of ordinary life insur- 

a fine total in July. During that 


respec- 
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month, $37,€00,000 of business was de- 
livered and paid for by the companies whose 
records were included, which means that July, 


1925, was 13 per cent ahead of July, 1924. 


new 


Practically the whole Dominion showed im- 
proved conditions and such distant provinces 
as Alberta and Ontario showed gains of 30 
per cent and 16 per cent, respectively. Im- 
proving business conditions in the West were 
reflected by the records of British Columbia 
with a gain of 2 per cent, Manitoba with a 
gain of 12 per cnt and the Alberta record of 
30 per cent gain. In the East, Newfoundland 
and Prince Edward Island led with gains of 
50 per cent and 55 per cent, respectively, fol- 
with 16 per gain. 
Among the cities, improvement was most no- 
ticeable in Quebec with a gain of 53 per cent, 
Hamilton with a gain of 26 per cent, and To- 
a gain of 23 per cent. Montreal 
and Vancouver followed closely, with gains of 
10 per*’cent and 8 per cent. 
of 1925 have now reached a point where the 


lowed by Quebec cent 


ronto with 


The seven months 


records show a gain of 7 per cent over the 
corresponding months of 1924. 


Develop Life Insurance Plans for Sesqui- 
Centennial in Philadelphia 


Summer vacations have delayed some of 
the legal reserve companies’ responding as 
promptly as was expected regarding the extent 
of their participation in the Sesqui-Centennial 
exhibit of legal reserve life insurance. Yet 
the replies thus far received by President 
John William Clegg, of the National Associa- 
tion of Life Underwriters, who is endeavor- 
ing to germinate the movement until it takes 
more definite form, indicate that the general 
idea of an impressive educational exhibit, at 
the 1926 World’s Exposition in Philadelphia 
is favorably regarded. 

While a number of companies both large 
and small have already sent in their signed 
subscriptions, nothing will be done until a 
sufficient response is received to justify de- 
finite information as to the exhibit or its final 
nature. 


Additional interest is being shown legal re- 
serve insurance exhibit from the recent an- 
nouncement that about seventy fraternal 
societies of the country have joined forces 
with the purpose of erecting a temple of 
fraternal insurance, which will present that 
type of insurance protection. 


President Clegg said this was an additional 
reason why legal reserve life insurance should 
he unitedly represented and presented. He 
said in part: 


The officials of each company must decide 
as to their participation. Unless a_ sufficient 
number is willing to do so, this great oppor- 
tunity will be lost. 

Since it has fallen upon me te try and de- 
velop this movement for a life insurance 
exhibit at the Sesqui-Centennial, I have sought 
contact with many life insurance company of- 
ficials, as well as underwriters, to get their 
ideas and suggestions. It has been gratifying 


to note the cooperative interest and helpful 
response received. 
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MANHATTAN’S MEETING 


Sales Demonstrations Feature 
Occasion 





WILL ROGERS GIVES COMPANY 
SEND-OFF 
President Thomas E. Lovejoy and Vice= 
President J. E. Bragg Introduced to 
Follies’ Audience—Agents Filled 
with Enthusiasm 
By Ernest V. SULLIVAN 
Those who looked in upon the 
meeting held last week by the Manhattan Life 
Insurance Company, New York, in celebra- 
tion of its seventy-fifth anniversary, know 
that the company will bear watching from 
now on. In four two-hour business sessions 
Vice-President Elton G. Bragg mnranaged to. 
instill into the sixty-odd agents present a 
whole lot of practical knowledge and very 
An immediate result in the 


agency 


great enthusiasm. 
shape of increased business is confidently ex~ 
pected by the officers of the company. Mr. 
Bragg set out to show his men effective 
methods in order that each may go out and 
write not less than $50,000 per man during 
the remaining four months of the year. 
Robert James Williams, of the Woolworth 
building, who is connected with the C. B. 
Knight general agency of the Union Central 
Life Insurance Company, proved to be a bet 
which the local and National Associations of 
Life Underwriters have overlooked. Wednes- 
day morning he conducted a sales demon- 
stration with Mr. Bragg as the prospect, which 
brought out with amazing brilliance a first- 


class method for selling a small policy to 
the average buyer. He was the end man of 
Thursday’s session, and in a few words 


pointed out the possibility of success for a 
life insurance man in building up a person-~ 
ality. : 

wae itil 
Unique MeEtHops 

Mr. Williams himself goes about this in 2 
unique way. Before canvassing a prospect 
he writes him a personal letter on an odd 
size of stationery of the quality generally used 
for wedding invitations and embossed with 
an especially designed monogram showing the 
writer to be Robert James Williams, Wool- 
worth building. He follows this up with a 
card of higher grade cardboard than is cus- 
tomarily used, carrying the same unique 
monogram and the words “life underwriters” 
engraved on a slight bias and in such a fash- 
ion that the card has to be turned end for 
end to read it. This unusual stunt builds up 
for him an impression that the caller is a 
most unusual man who is in the habit of doing 
hig things in a big way. Having aroused this 
degree of interest Mr. Williams takes a great 
deal of pains to retain it by talking to the 
man about anything may have 
known or come upon at the moment in which 
the man is interested. Being a well-traveled 

(Continued on page 33) 
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little fellow on the right has ql 
ready made his first catch. Thj, 


than a Million over July, 1924 


to the recent announcement tha 
the Union Central will guarantee 
that rate on funds left with th 
Company under settlement op. 
tions. The previous rate was 3°, 
According to present schedules 
the new rate will be increased by 
114% surplus interest, making « 
total of 5%. 

Salary Savings Insurance is another of 
the Union Central’s recent strides 
along the path of progress, which 
makes it easier for the agent to 
increase his income. 











CINCINNATI, 


The Union Central Lite Insurance Company 


OHIO. 








































Admitted Assets, $10,649,568.00 


Paid for Insurance 
in force........ 77,058,168.00 


Total Paid 
Policyholders 6,987,243.00 


West Coast Lire 


INSURANCE COMPANY 


HOME OFFICE - SAN FRANCISCO 


























1923-1925 SUPPLEMENT 


THE INSURANCE LAW of NEW YORK 


By AMASA J. PARKER, Jr. 
of Albany, N. Y. 


This book contains the amendments made by 66 
laws enacted in 1923, 1924 and 1925 to 112 sections, or 
over one-quarter of the total number of sections of the 
Insurance Law. It brings up to date the law as con- 
tained in PARKER’S NEW YORK INSURANCE 
LAW, 1922 Edition. New matter is set in italics, and 
matter omitted is enclosed in brackets, so that the 
possessor of the 1922 edition can readily ascertain 
exactly what changes have been made in 1923, 1924 
and 1925. Following each section are copious notes 
explaining the purpose of the amendments. There 
are also citations to the opinions of the courts of the 
State and reports of the Attorney-General construing 
the sections. 


Price, cloth binding, $3.50 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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TRUST COMPANIES MEET 





Life Insurance Men Also Attend 
Seattle Gathering 





DELEGATES FROM ELEVEN STATES 





Agreements for Handling Insurance Money 
Seen as Needed Safeguards 


SeaTTLE, WasH., August 18—At the re- 
cent concluding session of the Western regional 
convention of trust companies’ trust men and 
life insurance representatives took steps to 
work together more closely than in the past. 
The two-day convention brought delegates 
from eleven States west of the Rockies. 

Seattle underwriters joined the trust men in 
a breakfast at which the field of life insur- 
ance trusts and property insurance was dis- 
cussed. The principal speakers at the break- 
fast were: George L. Buck, president of the 
Seattle Life Underwriters, and O. A. Ehren- 
clou, actuary of the Northern Life Insurance 
Company. 

The trust men were urged to encourage writ- 
ing of endowment, straight life, or twenty- 
payment life as opposed to term insurance by 
Mr. Ehrenclou, who called attention to the 
weaknesses of the term policy. 

Lane W. Weber, vice-president of the First 
Trust and Savings Bank of San Diego, and 
Harold E. Fisher, vice-president of the Union 
Trust Company of Spokane, advocated the 
widest possible use of insurance. 

Leroy A. Mershon of New York, secretary 
of the trust division of the American Bank- 
ers Association, under whose auspices the re- 
gional convention was held, declared that the 
insurance trust is one of the fastest growing 
and most important features of trust bank- 
ing to-day. Mr. Mershon said in part: 

On January 1 of this year there was $67,- 
000,000,000 of life insurance in force in this 
country and indications in the first six months 
reps year were that the total will reach 
$100,090,000,000 by January 1, 1926. 

_ this huge sum will be paid out to bene- 
iclaries at the rate of about three billion dol- 


lars a year and protection of the beneficiaries, 
mostly widows and orphans, and conservation 





of their money is one of the most important 
features in a trust man’s work. 
Mr. ‘Mershon declared many men are now 


attaching to their policies trust agreements 
whereby a bank or trust company adminis- 
ters the insurance money, thus protecting their 
beneficiaries from their own inexperience or 
from swindlers. 


Equitable Life’s Michigan Record 

Lansinc, Micu., August 24.—The Equi- 
table Life enjoyed an unusually prosperous 
July in Michigan, according to Fred M. Wil- 
son, manager of the Lansing district for the 
company and last year’s president of the 
Lansing Life Underwriters Association. The 
gain made by the Equitable during the mid- 
summer month amounted to half a million 
dollars over the business for any previous 
July, Mr. Wilson said this week. The first 
seven months of this year showed a general 
business gain of 31 per cent, it was further 
stated, the paid business written during that 
period amounting to $11,000,000. The total 
business for 1924 was only $14,000,000 so this 
year bids fair to surpass last by a large 
amount. 


Sees Publicity as Need of Life Insurance 


At a meeting of the Life Underwriters As- 
sociation of Hartford, held last week, Wins- 
low Russell, vice-president of the Phoenix 
Mutual Life Insurance Company, addressed 
the members in a talk in which he said that 
life insurance companies do not properly ap- 
preciate the value of publicity. He stressed the 
importance of this element in the business and 
urged an adequate recognition of publicity as 
a means to increase production volume. 


Writing Playlet for N.A.L. U. 

Los ANGELES, Catir., August 
Ullmann, of the New York Life, and George 
W. Ayars, supervisor for California for the 
Phoenix Mutual Life, are engaged in writing 
the new playlet, succeeding “The Heart of the 
Estate” as presented last year, which will be 
produced at the coming convention of the Na- 
tional of Life Underwriters in 
Kansas City. 


Meeting 
24.—Louis 


Association 








PAID- FOR BUSINESS OF AMERICAN OLD LINE L 
FOR FIRST SIX } 


. Name of Company 
Acacia Mutual... . ay 
American Life, Mich 
American Central... . 
ERR ei Bia a SENS cali ntipe ae 
Berkshire Life... ._ Sore tisd omendaucee Paani eae 
Columbian National, Mass... 11.11.22! 
Continental, Del ; 
Equitable, Ia... 

Guardian of a ES ISIE ALS ROG Ca Seay 
Home Life, N. Y 


International, Mo 
“lle Ins. Co. of Va. . 
Penn dc pepe cure uate tencst nee 
Provident So A teeta 
Massachusetts Mutual 
Mutual Benefit, N. J 
cae Life No Tee cece eee 
National Life, Vt. 

Natic nal Ametican, Ta LONER DIE ANA SID 
New England Mutual 
New York Life, N.Y 
Northwestern Mutual 
cfliance Life, Pa... . 
“ecurity Mutual, N. Y 





EGAL RESERVE LIFE INSURANCE COMPANIES 


ONTHS OF 1925 
First Six Mos, First Six Mos, 
of 1925 of 1924 
See kttde Maa caea were eee $19,153,800 $17,774,200 
OY PI Pe EE Re 8,600,000 *7,900,000 


26,000,052 
73,944,535 
13,091,355 
17,505,049 

5,910,764 


19,993,262 
60,306,386 
11,466,209 
16,736,413 

5,823,744 


Lae yedieeonsin d.0 enka Rees 30,000,000 33,000,000 
ened ie wiki te mae w marae ee 29,001,339 21,532,386 
Pere Cr rrer yee er 18,011,956 15,513,641 
vie enarians omer ee ee 33,075,418 30,393,193 


10,801,062 
14,355,294 
22,540,890 
125,208,668 
54,798,121 
102,957,813 


11,889,067 
19,651,239 
27,531,193 
123,552,789 


BN oe ae ghee: Aras apeneoera ae 3,650,928 102,319,001 
REN SONP OR  SP RPE i 234,237,704 222,513,024 
eR ONE aR emcee 37,739,517 30,749,792 
eS grat ol ead needed tate 1,428,250 Soe: 
Rehan ies cere) teen ear cheer a 59,197,477 53,814,985 
TR een Oe ree Se een 446,214,700 398,359,700 
RE OS Rn ee A 186,163,189 171,934,170 
DLR Le et re eet 33,467,757 30,069,648 
alba pes wy tae eat gears 9,612,250 6.070.000 








JUST PUBLISHED 





A NEW BOOK 


By 


ALEXANDER 


ON 


INCOME 
INSURANCE 


This book deals in a novel way 
with this important subject. 


WILLIAM 


Agents who have sold Income In- 
surance, and those who have failed 
to sell it, will find it invaluable. 


It demonstrates the fact that what 
is best for the family is best also for 
the agent—that agents who offer 
Income Insurance in appropriate 
cases make more money than those 
who do not. 


It emphasizes the fact that preach- 


ers, doctors, teachers, artists, 
writers and other men who lack 
business training are as incom- 
petent to take care of their money 
as women, and that if women were 
trained they would be as competent 


investors as business men. 


It proves that women suffer less 
from get-rich-quick swindles than 
through investments that appear 
to be conservative, but are not, 
or which deteriorate after purchase. 


One chapter in this book contains 
a longer list of good income selling 
points than has ever before been 
gathered together. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: Publishers 135 William Street 
Insurance Exchange NEW YORK 














THE SPECTATOR Thursday 








| Isn’ t his 





oo 
Se 





meee od 


GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


FORT WORTH, TEXAS 


A Progressive Texas Company 














, . \ State Mutual Life Assurance Co, 


of Worcester, Massachusetts 
INCORPORATED 1844 





A RECORD OF 80 YEARS OF ACTIVE BUSINESS 


noted for strict adherence to the principles of pure mutuality and a recent 
growth indicated by the fact that the Company has doubled in size in less 
than seven and one-half years. 


D. W. Carter, Secretary D. H. Wright, President 
Stephen Ireland, Superintendent of Agencies 




















WE LEAD 


The report of the Insurance Commissioner of the 
State of South Carolina covering new insurance writ- 
ten in 1924, shows that the 


SOUTHEASTERN 
LIFE INSURANCE COMPANY 


Organized 1905 
Greenville South Carolina 


produced more business in its home state in 1924 
than was produced by any other company operating 
in the state, excluding industrial insurance, which we 
do not issue. 


If you live in North Carolina, Georgia, Florida, Ten- 
nessee or Kentucky, and can prove that you are 
entitled to a General Agent’s contract with a company 
which has rates, policy provisions, training schools 
and other Home Office cooperation as good as the 
best, address 


W. Caswell Ellis, Vice-President and Agency Manager 





We celebrate our Twentieth Anniversary this 
year 





SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 


Total claims paid 25 years ending 
December 31, 1924, $40,141,939.18 














C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas' 
The National Life & Accident Insurance Co. 
Home Office: National Building NASHVILLE, TENN. 











INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d. Vice=-Pres. 


NORTH AMERICAN ACCIDENT INSURANCE C0. 
209 S. LaSalle St., Chicago, Ill. 





























Our Ninetieth Birthday 


Ninety years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now 
existing. 

The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


New England Mutual Life Insurance Co. 
BOSTON, MASSACHUSETTS 
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Inter-Southern Affairs 
(Concluded from page 7) 


the board of directors, to which he was 
elected last February. Mr. Nordeman will 


serve as his successor only until January 1, it 


was said. . 
Both Mr. Reed and Mr. Regenstein, a 


director, were in attendance at the conferences 
with Commissioner Saufley at Frankfort Fri- 
day. President Duffin also attended the meet- 
ing. Besides these three officers the others 
present were: Attorneys Elwood Hamilton 
and Ernest Woodward, Louisville; President 
Duffin’s legal advisers; Attorneys Ben F. 
Washer, Edward P. Humphrey and Homer 
W. Batson, Louisville, who represented the 
eight directors enjoined by the court; McKay 
Reed; Dinwiddie Lampton, president of the 
American Life and Accident Company; J. L. 
Strickland, the company’s general agent in 
Eastern Kentucky; C. D. Young, Haines City, 
Fla, general agent for that State, and mem- 
bers of the “protective committee” appointed 
by the Duffin interests to effect a pool of the 
stock. This committee is composed of Earl 
S. Gwin, Louisville banker and a director in 
the company; Lee Miles, Louisville automobile 
man; W. F. Bradshaw, Paducah, Ky., and 
Clark Patterson, Mt. Sterling, Ky. A. S. 
Ernest, senior member of the firm of Ernst 
& Ernst, also was present. 

Mr. Duffin, his attorneys and the members 
of the “protective committee” were the first 
to confer with the Commissioner. Mr. Ernst 
followed and was closeted with the Commis- 
sioner for some time, after which attorneys 
Washer, Humphrey and Batson and Messrs. 
Stanley and McKay Reed, Regenstein, Strick- 
land and Young held a conference with the 
State official. 


Lousivitte, Ky., August 25.—In a meeting 
which lasted ten minutes, the board of direc- 





A Record of Service 


The year 1925 marks the seventy-fourth 
anniversary of the Massachusetts Mutual 
Life Insurance Company. Ever since 
1851 this Company has furnished unex- 
celled life insurance protection at a low 
net cost and has maintained its record of 
unswerving loyalty to its policyholders. 
The years have brought wonderful 
growth and prosperity. 10-day, as in the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
a spirit that permeates the entire activity 
of the organization. 


JOSEPH C. BEHAN 
Superintendent of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 

















unlimited production. 
rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








tors of the Inter-Southern Life Insurance 
Company, late this afternoon, accepted the re- 
port of the audit of the company’s books made 
by Ernst & Ernst, Cincinnati accounting firm, 
and referred it to a sub-committee. 

The sub-committee, composed of James R. 
Duffin, Earl S. Gwin, J. A. Donaldson, Elwood 
Hamilton, W. B. Stanfield and Ernest Wood- 
ward, was authorized and directed to confer 
with W. F. Bradshaw, J. Guthrie Coke, Ralph 
M. Barker, Clarn Patterson and Lee Miles, 
representing the stockholders’ protective or 
pooling conrmittee. 

As a result of the meeting the company sit- 
uation took on a new aspect. The report of 
Ernst & Ernst, it developed, is not regarded 
by the company as official and an audit which 
President Duffin termed as the “official audit” 
is being made by Peat, Marwick, Mitchell & 
Co. The examination by this firm, it is under- 
stood, has been under way for some time. 

Shelton ‘M. Saufley, Kentucky State Insur- 
ance Commissioner, who presented the report 
to the board, also announced that it had not 
been adopted or approved as the final report 
by his department and was not an official or 
public record. 


PASSING OF HUBERT CILLIS 


Board Chairman of Guardian Life Dies 
During Sleep 


Hubert Cillis, chairman of the board of 
directors of the Guardian Life Insurance Com- 
pany of America died early Saturday morn- 
ing, August 22, in his sleep at a hotel in 
Portsmouth, N. H., while on a pleasure trip. 
He was seventy-eight years old. 

Retiring Friday night in apparént 
health, a physician who was called to the 
hotel on his failure to rise, said Mr. Cillis had 
succumbed to a heart attack. 

Born in 1848, Mr. Cillis entered the employ 
of the Guardian in the actuarial department in 
1869 and was appointed actuary in 1871. 

Recognition of his marked ability and val- 
uable services ii the interests of the company 
were responsible for his successive advance- 
ment to the positions of assistant secretary and 
actuary in 1884; secretary and actuary in 1891; 
vice-president and secretary in 1898; vice-presi- 


good 


13 


dent in 1903, and president in 1915. 

He was one of the founders ot the Actuarial 
Society of America in 1889, and had an un- 
usual aptitude for the solution of the actuarial, 
medical and financial problems pertaining to 
the life insurance business. 

For many years, Mr. Cillis was prominent 
in public affairs. He held membership in the 
Chamber of Commerce of the State of New 
York, the American Museum of Natural His- 
tory, etc. 

Mr. Cillis was the oldest director of the 
Guardian Life and longest in the service of 
the company. In addition to his many other 
activities of a very busy life he was presi- 
dent of the Central Savings Bank of. New 
York city for the last ten years. 





American Life 
Reinsurance Co. 


OFFICES 


DALLAS | 
HOME OFFICE BUILDING 


CHICAGO 
29 S. LA SALLE ST. 


PROMPT SERVICE 
FROM BOTH OFFICES 
MAXIMUM SECURITY 
TO TREATY HOLDERS 


A. C. BIGGER, President 
FRED D.STRUDELL, Vice-President 
MORTON BIGGER, Secretary 
W. SIMPSON, Medical Director 
BERT H. ZAHNER, Chicago Mgr. 
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LOYAL TO FRIENDS, 


NEAL BASSETT, President JOHN KAY, Vice-President 


JANUARY Ist, 1925, STATEMENTS 
FIREMEN’S INSURANCE COMPANY OF NEWARK, Organized 1855. 


NATIONAL-BEN FRANKLIN FIRE + teen CO., Organized 1866 


$15,123,531.91 $6,536,871.80 
$5,474,032.20 $3,213,098.14 
$4,175,490.93 $2,575,127.95 
$5,252,813.31 $3,751,385.75 


HEAD OFFICES: NEWARK, N. J. 


AND TO LOYAL AGENTS, LOYAL 


THE GIRARD FIRE AND MARINE INSURANCE CO., Organized 1853 
MECHANICS INSURANCE Co. — Organized 1854 


5 ong PA. 
DEPARTMENT OFFICES 
Western Department, CHICAGO, ILLINOIS, WAITE BLIVEN, Vice-Pres. and Manager. 
General Agents for Southern Territory: 
Florida, Loren H. Green, Jacksonville; Maryland, Poor & Alexander, Baltimore; Texas, Cravens, Dargan & Co., Houston. 
LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 


Pacific Department, SAN FRANCISCO, CAL., W. W. and E. G. POTTER, Managers 


= 
A. H, HASSINGER, Secretary WELLS T. BASSETT, Secretary 


NET SURPLUS SURPLUS POLICYHOLDERS 
$3,586,660.11 $6,586,660.11 

$1,260,934.06 $2,250,934.06 

$1,000,362.98 $1,600,362.98 


$1,501,427.56 
PITTSBURGH, PA, 


$501,427.56 



































ASSETS, $8,358,829.72 


nag ~o ~~ li Street 





ACCIDENT, HEALTH, BURGLARY, AUTO- 
MOBILE, LIABILITY, PLATE GLASS AND 
WORKMEN’S COMPENSATION INSUR- 
ANCE. 





CAPITAL, $2,450,000.00 


Union Inpemniry 
Gompan 


Executive Offices 
100 Legal Lane 











FIDELITY ann SURETY BONDS 





SURPLUS TO POLICYHOLDERS, $3,468,675.94 


Full Home Office co-operation enables our agents to 
succeed. 
Desirable territory open to men of ability. 


ASSETS OVER SEVEN MILLIONS 
INSURANCE IN FORCE OVER FIFTY-FIVE MILLIONS 


The Capitol Life Insurance Company 
CLARENCE J. Paaee. President. DENVER, COLORADO 














Great Eastern Department 














YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 





















NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


GUSTAVUS B. HOLT, Special Agt. 
72 Kilby Street, Boston, Mass. 


FRANK G. reer HUNT, 
Special Agent 
726 Racine Street, Milwaukee, Wis. 


“OSEPH W. BECK, Special Agent 
56 Richton Ave.. Detroit, Mich. 


W. £. RAY, Special Ageut 
Terre Haute, Ind. | 


Cc. C. CRANDALL, Special Agent ERIK LINDSKOG Special Agent 
Cambridge Springs, Penn. | 7 W. Lake St., Minneapolis, Minn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 
























Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 
Sound = Progressive = Successful 
$112,500,000 
12,100,000 


Operates in Texas only 


Insurance in Force over 
Assets over 











Great American 
Insurance Company 


an Now Pork o 


INCORPORATED - 1872 


waa a 1,1925 


$12, .500, 000.00 


SERVE FOR pv te! OTHER LIABILITIES 


21.338, -19 


NET SURPLUS 


14,337,235.32 
48,176.197.51 


LOSSES PAID POLICY HOLDERS 


$164,897,335.64 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$26,837,235.32 


Home Office, One Liberty Street 
New York City 


PACIFIG DEPARTMENT 


GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 


WESTERN DEPARTMENT 
CG. R. STREET, Vice-President 
W. L. LERGH, Manager 
310 S. Michigan Ave., Chicago, Il. 
BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 


NEW YORK—Wm. H. McGee & Go., General Agents, 15 William Street 
SAN FRANCISCO—George L. West, Manager, 220 Sansome Street 
CHICAGO—Wwm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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NEW YORK SURVEYS 

All the Same It Is a Crime.—An inspection 
department has sent out their monthly publica- 
tion showing what look like rather beautiful 
pictures of a severe fire in ftumber yards and 
pulp mills. As one reads the story, he learns 
that this fire cost the community about $600,- 
ooo. It develops, as one continues to read, 
that there was absolutely an inadequate sup- 
ply of fire-fighting apparatus, even including 
the primary thing, namely, water. One won- 
ders how long the American people are going 
to be content to take through insurance the 
burden which should be borne, as in this case, 
by individual business interests. Property as 
yaluable as this should have been properly pro- 
tected and the matter not left for the com- 
munity to chip in and pay for. 

New Equipment.— Automatic Sprinkler 
Bulletin No. 2220 of the Sprinkler Department 
of the New York Fire Insurance Exchange 
reports nine new quipments which are graded 
as follows: 3, 100 per cent; I, 95 per cent; 
1, 85 per cent; 4, 75 per cent. 

Some Covers.—On the 12th of August a 
fre occurred in a non-fireproof building on 
the top floor, the sixth, which opened eight 
sprinkler heads. The amount of water poured 
down was so great that the patrol spread more 
than three hundred covers. It is needless to 
say that the resulting damage was consider- 
able, but what would it have been had it not 
been for the work of the fire patrol? 

Sprinkler Allowances Withdrawn.—Bulletin 
Number 2223 from the Sprinkler Department 
of the New York Fire Insurance Exchange 
gives a list of eight properties where the 
sprinkler allowance has been withdrawn. The 
withdrawal was the proper thing to do, but 
it does show that there is a tendency for 
changes to take place from time to time and 
tisks are dropped from the sprinkler sched- 
ule. Where the property continues to be used 
as it has been this is unfortunate. 

A Fifty Years’ Record.—In this “land of 
the free and home of the brave” we are very 
fond of casting things up at the end of stated 
periods. We are now in a position to cast up 
the fire loss record by having statistics cov- 


ering a period of fifty years. They apparently 
total $8,976,515,000. When we reflect that all 
of this represents a distinct economic loss, the 
burden which has been imposed on the com- 
munity can be appreciated. Existing property 
may be torn down and another erected on the 
site. This transfer of the use of property 
from one economic use to another is based on 
sound principles and represents sound devel- 
opment. When the existing property is de- 
stroyed, not in an economic but in the most 
uneconomic manner, then the force of the 
burning of nearly nine billion dollars’ worth 
of property in fifty years can be appreciated. 
The sad part of it is that, in spite of all the 
forces working to reduce it, we do not seem 
to gain very much, but what would the losses 
be if the forces now working to prevent it 
were not active? 


BOSTON AND VICINITY 

Fire premiums as classified by agencies for 
the first six months of 1925 disclose the fol- 
lowing as the ten leading agencies for busi- 
ness in metropolitan Boston; the company 
returns being those issued by the Boston 
Protective Department: John C. Paige & Co., 
$438,756; Gilmour, Rothery & Co., $357,526; 
R. A. Boit & Co., $335,930; Field & Cowles, 
$295,324; Dewick & Flanders, $234,622; 
OBrion, Russell & Co., $231,843; Kaler, Car- 
ney, Lifler & Co., $218,080; R. S. Hoffman & 
Co., $207,655; Russell & Fairfield, $177,202; 
Hinckley & Woods, $169,561. It is to be 
remembered that these figures are for metro- 
politan Boston only. 

Frank R. Bradford, civil engineer, has been 
appointed supervisor of fire protection for the 
3oston & Maine railroad system. 

Edward J. McHugh, owner of the stable 
on Saratoga street, East Boston, in which 
forty-three horses were burned to death last 
week, appeared in the East Boston court 
Tuesday, charged with violation of the sta- 
tutes protecting horses and mules. According 
to the law, no more than fifteen horses or 
mules can be stabled in a building not equipped 
with automatic sprinklers. The case was 
continued until September 1. 





The last of an arson gang, operating 
around Brockton, has been sentenced to from 
three and one-half to six years in State prison. 
The rest of the “gang” is already behind the 
bars. The Government charged that the seven 
men brought to justice by the State and local 
police burned buildings for a specific amount 
in each instance. 

O’Brion, Russell & Company, have been 
appointed Boston agents for the First Ameri- 
can Fire, recently incorporated in New York 
by the America Fore group and admitted to 
Massachusetts last Thursday. 

Kenneth H. Erskine, special ageni for the 
Liverpool and London and Globe, has been 
advanced to be associated in the management 
of the Boston branch office of the company. 
Mr. Erskine will for the present divide his 
time between his old field as special agent and 
the office here, until the appointment of a 
successor, which will be shortly announced. 


PRESTON D. FOGG APPOINTED 
Made Assistant Manager in New York for 
Travelers Fire 

The Travelers Fire announces the appoint- 
ment of Preston D. Fogg as assistant man- 
ager for Central and Eastern New York, 
with headquarters at Syracuse. He will be 
associated with Howard S. Jarvis, who was 
recently appointed manager for the same ter- 
ritory. 

Mr. Fogg secured unusual training for his 
work and an intimate knowledge of the field 
through six years’ work with the Under- 
writers Association of New York State. He 
was with the Rating, Inspection and Engi- 
neering Departments of that organization for 
six years. He was then in service overseas 
for two years and on his return became a 
special agent of the Niagara Fire in Ohio. 

N. S. Schroeder Is Chosen 

N. S. Schroeder has been appointed New 
York metropolitan department manager for 
the Pacific, the New Jersey and the Bankers 
& Shippers insurance companies to succeed H. 
G. Richards, who has resigned to become head 
counterman for the agency firm of Hall & 
Henshaw. 
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Is the postman 9 
on your payroll « 


The postman who delivers The Satur- 
day Evening Post is working for every 
Hartford Agent. He is carrying more 
than 695,000 Hartford messages this 
week and more than 1,634,000 more 
are bought on the newsstands. 

Hartford agents know that this adver- 
tising pays. Look up this week’s issue 
and you will see why. This is one of 
the things that make a Hartford con- 
nection of ever increasing value to live 


local agents. 


HARTFORD FIRE 
INSURANCE CO. 


Hartford, Conn. 


The Hartford Fire Insurance Company and the 
Hartford Accident and Indemnity Company write 
practically every form of insurance except life 























SOUND SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
FIRE 
INSURANCE Co 


Semi he N. H. f) 





FIFTY-FIFTH 
PROGRESSIVE ANNUAL STATEMENT 
January I, 1925 


Cash Capital $ 2.250.000.00 
Assets 12.139,692.87 
Liabilities, except Capital:6.21 7,112.36 
SurplustoPolicyholders 5.922.580. 51 
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To Casualty Insurance Executives 
Cut Premiums--Not Rates 


Two-thirds of United States Auto 
population is yet to be insured. 


Your agent and broker can get this business if you 
will co-operate with him by supplying each with a 
copy of 


“CUTTING THE COST OF AUTO 
INSURANCE IN HALF” 


By HERMAN A. BAYERN 
Specialist in Automobile Insurance 


It Tells the Whole Story, $1.00 


Possession of this book will enabie them to sell some of the 
uninsured automobile owners, to successfully meet competition 
with mutual or cut-rate companies, and convince those who are 
insured to increase their limits of liability coverage. On back 
of each book is imprinted your advertisement. 


{ Hon. Valentine Taylor, a prominent 
New York Counsellor at law, says: 


“It is certainly a persuasive selling talk on auto in- 
surance, backed up by striking ‘‘exhibits’.’’ 


~ .. 31.00 “per copy 1000 copies—$490.00 
"THE SPECTATOR COMPANY fis 


Insurance Exchange Publishers 135 WILLIAM STREET 
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FARM RULE TROUBLES 


s. E. U. A- Finding Causing Contro- 
ry, versy in Southeast 








VIRGINIA AND SOUTH CAROLINA 
AGENTS OBJECT 





Hint They Will Not Renew Business in 
Companies Without Farm Depart- 
ments 
ArtanTa, GA., August 22.—Just as everyone 
was beginning to feel that the dove of peace 
had taken up a permanent abode in the South- 
east, and that now that the separation issue 
was a thing of the past, everything would be 
lovely henceforward, the South-Eastern Un- 
derwriters Association’s mandatory Tule, re- 
quiring applications on all farm business, has 
been sprung and the resultant controversy, un- 
less it is quickly and permanently settled by 
4 conference between the executive committee 
of the Association and representatives of the 
six State agents’ organizations in the terri- 

tory, is likely to rage for months. 
Because there are no fire insurance 
panies of importance outside ot the Association 
does not mean that the battle will be waged 
by the companies on one side and the agents 
on the other. While the agents in the six 
States seem to be unanimously opposed to the 
new rule, judging by the flood of letters re- 
ceived during the past ten days in South-Fast- 
headquarters 


com- 


ern Underwriters Association’s 
in Atlanta, the agents are not without adher- 
ents in the home offices of the companies and 
among State and special agents. Although the 
vote in the executive committee of the Asso- 
ciation to make the rule mandatory was with- 
out dissent, it appears that many of the com- 
panies who do not maintain farm departments 
are strenuously opposed to the move, and at 
least one of them is encouraging the local 
agents to take the matter to the Insurance 
Commissioners and protest the legality of the 
tule. 

The agents are onenly threatening not to re- 
new farm business with any companies which 
They feel 
no resentment these companies, but 
frankly say they will be unable to handle the 
business unless they place it with farm de- 
partment companies whose farm department 
special agents can make the inspections and 


do not have farm departments. 


against 


obtain the signed applications. 

There are also some general agents who will 
undoubtedly find themselves in same 
embarrassing position. Notable among them 
is H. A. Bush, Greensboro, N. C., Southern 
manager for the Yorkshire, which company 
has no farm department. Mr. Bush is presi- 
dent of the Dixie, also a non-farm depart- 
ment company. Ninety per cent of the Dixie’s 
business, however, is reinsured by the Hart- 
ford, which was one of the first companies 


this 


to open a farm department, having actively 
pushed this class of business for several years. 
. Virginia and South Carolina agents are for 
having the rule rescinded at once. They are 


seeking a conference between 
ot their State associations 
ager 


representatives 
Mar.- 
Under- 


and either 


Dunbar of the South-Eastern 
writers Association, or the executive commit- 
tee of the South-Eastern Underwriters Asso- 
ciation. 

The Georgia Association, while very much 
opposed to the new rule, is inclined to con- 
servatism. Officers of that organization think 
it is only fair to give the rule a trial, and 
protest to the 
Association later on, if it is 


South-Eastern Underwriters 


found to work 
undue hardship on the local agents. 
the 


the 


Company men 
farm application 


advocating 
that 
the losses in 


mandatory 
declare step 
that classi- 
fication, which they allege has never yielded 
They point out that in the West, 
where a much larger volume of farm business 


was 
necessary to reduce 
any profit. 


is written than in the Southeast, applications 
have been required in most of the territory, 
and in sections where the application has been 
optional, the business shows a loss. 





IOWA TORNADO LOSSES 
Adjusters Busy in Wake of Violent Storm 
25.—Hail 

following in 
the 
of destruc- 
the 
identical route taken by the historical Grinnell 


Des and 
tornado insurance adjusters are 
the 


started on its 


Mornes, Iowa, August 


the trail of one of worst storms of 
season. It mission 
tion just east of followed 


Grinnell and 


cyclone in 1882, wreaking vengeance upon the 


growing crops in a wide belt through a half- 


dozen counties in Southeastern Iowa. Corn 
was beaten into the ground, animals were 
killed or maimed, poultry destroved and a 


number of people were seriously injured by 
heing pelted with hail stones as large as eggs. 
the Island 
broken windows on 


\ passenger train on Rock near 


the 


storm side of the coaches and passengers were 


Brighton sustained 


injured from broken glass. The loss sustained 
is estimated at a half-million dollars 

The day before, a terrific hail storm visited 
Western 


covered part of the territory that was visited 


number of counties in Iowa. This 


by a destructive tornado early in the season. 
On a strip of rich farm lands, 15 miles wide 
and 30 miles long, a most promising crop of 
Profiting the 
the 
recent 
have 


corn was utterly ruined. from 


experience earlier in the season most of 


farmers were well insured. Those 


visitations, added to previous storms, 


the 
son that makes the “oldest inhabitant“ sit up 


made a record of destruction for sea- 


and take notice. 


Virginia Agents to Have Regional Sessions 

RicHMoNp, VaA., August 25.—The Virginia 
Association of Insurance Agents, is arranging 
for a series of regional meetings to be held 
at various points in the State. The first meet- 
ing will be held at a point in Southwest Vir- 
ginia, the place to be determined later. E. 
W. Kelly, well known local agent at Bristol, 
is in charge of the program. 
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MUTUALS MEET 


National Association and Federation 
of Fire Companies Hold Joint 
Sessions 


NEW OFFICERS ELECTED 


Delegates Protest Against Encroachment 
of Farm Bureaus 

WaASH., 18%—With 331 
delegates registered States, 
the joint annual convention of the National 
Association of Mutual Insurance Companies 
and the Federation of Mutual Fire Insurance 
Companies ended here last Friday. 

F. J. Martin, president of the Northwestern 
Mutual the choice for 
president of the Federation of Fire Companies. 

The last formal session of the four-day con- 
vention was held on August 14 and the fol- 
the National Association 
O. E. Hurst, Millersburg, Ky., 
vice-president, was advanced to the presidency, 
succeeding C. A. McCotter of Indianapolis ; 
Harry P. Cooper of Crawfordsville, Ind., was 
re-elected secretary, and F. B. Fowler of In- 


August 
from thirty-one 


SEATTLE, 


Fire Association, is 


towing officers of 


were selected = 


dianapolis, treasurer, was re-elected. 

The convention was the thirtieth of the Na- 
and 
meeting of the Federation of Mutual Fire In- 
surance Companies. 


tional Association the eleventh annwal 


A fall program of social and sport events, 


sessions and divisional conferences 


the Harry P. 


Cooper, National secretary since 1914, declared 


business 
marked convention which 
was the best held yet. 
The Harry P. 
of the Association, showed actual insurance in 
force to be $13,634,131.617, with a 


come of $80,738,140. 


report of Cooper, secretary 


gross in- 
Losses paid during the 
year were $33,670,585 and dividends to policy- 
holders were $11,642,541. 
273,430. 

The 
Harry Sykes, a former Oregon fire marshal 


The surplus is $6,- 
four chief causes of fires was told by 
and now a Seattle insurance man. These are, 
he declared, overheating of buildings, defec- 
tive lighting, lack of good housekeeping and 
matches. 

Gk 


Federation 


3uxton of Owatonna, Minn., told the 
of Mutual Com- 
panies that insurance legislation is constantly 
increase but added that none of the 
States passed additional restric- 


tions last vear. 


Fire Insurance 


on the 


forty-three 


New members elected to the governing board 
of the National Association of Mutual Insur- 
ance Companies are: FE. H. Nail, Mansfield, 
Ohio; John Hoffman, Wilkes-Barre, Pa.; 
Glenn Walker, Dallas, Tex., and Robert Bar- 
hour, Pittsfield, Mass. 

The Farmers Mutual group chose W. T. 
Lewis of Flint, Mich., chairman, and Charles 
Holz of Buckley, Ill., a director. 

Protest against the encroachment of farm 
bureaus in the field of mutual insurance was 
voiced at the round table discussions of this 


group. 
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LIFE AND CASUALTY 
INSURANCE COMPANY 


OF TENNESSEE 


Industrial Weekly Insurance 
Life—Health—Accident. Pays 
Fifty Weeks’ Indemnity—Or- 
dinary and Industrial Straight 
Life Insurance. 


Home Office 


NASHVILLE TENNESSEE 











INSURANCE MEN 


General Agents, Solicitors, Auditors, 
Inspectors or Adjusters are 


ELIGIBLE 
TO THE 


Iowa State Traveling Men’s Association 


“Oldest and Best”’ 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to November 1, 1925, for $2.00 
Write for Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 
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SHARING RESPONSIBILITY | 


Many people place such implicit trust 
in their agents that the choice of the 
insuring company is left entirely in the 
agent’s hands. 


This is a great responsibility. And 
requires corresponding faith in the 
company that issues the policy. 


It is on this basis that the Liverpool 
and London and Globe has won so 
many staunch supporters in the agency 
field today. Through the prompt and 
fair settlements on every claim against 
the L. & L. & G., its agents have in 
turn gained the full confidence of 
their clientele. 
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We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. 
vestigate. 


It will pay anyone interested to in- 
All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 











tt HAMPTON ROADS 


FIRE «» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MORIN, 
President 


Managing Under. 
Fire Dept. 


Vice-Pres. and 
Secretary 
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NON-RESIDENT AGENTS 





Michigan Law Goes into Effect 
To-day 





FEW APPLICATIONS EXPECTED 





Form Sent Out to Inquirers—Policies 
Countersigned by Resident Agents 
Lansinc, Micu., August 24.—Commissioner 
of Insurance Leonhard T. Hands has prepared 
forms to be sent to applicants for non-resi- 
dent agents’ licenses when the new law permit- 
ting such licensing goes into effect August 27. 
The 1925 legislature approved a bill, fostered 
by the Michigan Association of Insurance 
Agents, which allows non-residents to obtain 
licenses to transact Michigan pro- 
vided they meet department stipulations and 
Michigan 


business 


that policies are countersigned by 
agents. 

The Michigan department expects few ap- 
plications for licenses from outside agencies, 
although it is considered probable that a num- 
ber of queries will be received which may de- 
velop into applications. Under the old law, 
prohibiting writing of State busines by other 
than resident agents, many large outside agen- 
cies with Michigan established 
branch agencies in the State and thus evaded 
the intent of the law while keeping to the let- 
ter of the statute. During this period, through 
retaliatory laws of other States, Michigan 
agencies excluded unless they went 
through wtih some similar scheme of evasion. 


connections 


were 


Since only the largest agencies were able to 
establish branches and take advantage of the 
situation, the Michigan Agents Association 
sought to open the State to non-residents on a 
split-commission thus avoiding 


basis, some 








vi > 


Sound Overa 
Gnsuvance ¢ cntury 





Lire Associationof Philada 


Founded 1817 — Capitals scogoe0. 








Also Victory Gus. Co, (Founded 1219) 
(Founded 1841) And The Reliance Ins.Co. 
_Capitaltrooevee. cach. 

Offices Fourth KWalnutStPh ila. Pa. 


Qmertcaborever” 


FIRE INSURANCE IN ALL ITS BRANCHES. 
NCHES A 






































evils of the old system for both Michigan and 
outside agents. Along the State’s borders lo- 
cal agents were put to disadvantage under the 
old system, it is claimed, and most of the ap- 
plications under the new law are 
from this class of agency. 

An application form will be sent out to each 
enquirer by the department when the new law 


expected 


goes into effect. 

The agency questionnaire mentioned is simi- 
lar to the agency questionnaire sent to resi- 
dent applicants, a form of agency qualification 
restriction which has worked out satisfactorily 
in Michigan and has won praise from the 
Michigan Agents Organization. 


Says Chrysler Plan Is Illegal in New 
Mexico 

James N. Bujac, assistant attorney general 
of New Mexico, furnished to W. B. 
Wagner, Superintendent of Insurance of that 
State, an opinion (No. 3845) in which he re- 
views the Chrysler-Palmetto plan of automo- 
and states his belief that the 
scheme “is in violation of the insurance laws” 
of New Mexico. The opinion had been re- 
quested by the Superintendent of Insurance 
under date of August 7. 


has 


bile insurance 


Form Agents’ County Council 

SEATTLE, WasuH., August 20.—A Whatcom 
County council of insurance agents has been 
formed through the efforts of Howard Sea- 
bury of Seattle, secretary of the Insurance 
Agents’ League of Washington, and Sabine 
L. Carr, of Bellingham. 

Allen Campbell was chosen president: C. 
M. Smith, vice-president; and C. J. Sorenson, 
secretary. Trustees are R. H. Smith, Blaine; 
O. D. Post, Sumas; Percy Hood, Ferndale; 
and J. A. Miller, Bellingham. The officers 
are all Bellingham men. 


MacBain & Sparks Organized 

MacBain & Sparks, Inc., has been organ- 
ized in New York city to take over the busi- 
ness and representations of the old-established 
agency firnr of & MacBain. The 
offices will remain at 87 Maiden lane and the 
new corporation will continue to represent the 
York State, the Independence Fire, the Mer- 
chants Fire and the Fidelity and Casualty. 


Newman 


Fidelity-Phenix, the International, the New 
Death of K. W. Ogden 
RicHMOND, Va., August 25.—The sudden 


death of Kenneth W. Ogden, at his home in 
Alexandria, Va., on August 23, was a pain- 
fraternity. 
firm of 


ful surprise to the fire insurance 
Mr. Ogden 
Graham & Ogden, a large local agency. 


was a member of the 


PALMETTO TO CONTINUE IN 
MISSISSIPPI 


Company, However, Will Grant Full Com- 
missions on Chrysler Car Insurance 


Jackson, Miss., August 25—Hon. T. M. 
Henry, Insurance Commissioner of Missis- 
sippi, has agreed to permit the Palmetto Fire 
to continue to write insurance in that State 
after a hearing held here on August 19, and 
attended by President Perry Moses of the 


company. Commissioner Henry presided at 
the hearing. Te acted on the advice of 
counsel, Hon. George Butler. Loca! agents 


were represented by the firm of Watkins & 
Watkins, attorneys, while another firm of 
lawyers, Chambers & Trenholm, appeared for 
the Palmetto. 

The Palmetto agreed to comply with the 
Mississippi law, and allow local agents in 
that State full commissions on all insurance 
sold in connection with Chrysler automobiles. 


Virginia Fire Chiefs Meet 
RicHMonp, Va., August 25.—The Virginia 
Chiefs Association will annual 
session in Newport News, Va., this week. 


Fire meet in 





“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 


Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital....... .. $ 1,000,000 

Surplus to Policy 
Holders.... 1,752,290 

Assets. 4,543,938 














Has paid losses for 
over 50 years 





J,HARRIS LENKER, President. 


City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


A strong, conservative Company, noted for 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manage < 


fair and prompt adjustment of losses 
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Graphic Selling Charts 


By F. H. KORTRIGHT 


A POTENT AID TO AGENTS IN SELLING 
LIFE INSURANCE 
COLORED GRAPHS THAT ENABLE THE AGENT 
TO 


FIX THE PROSPECT’S ATTENTION 


INSPIRE HIS INTEREST and 
SECURE HIS APPLICATION 





Each Chart Is Accompanied by Explanatory Text 


1—The Object and Purpose of Graphic Selling Charts 
2—The Psychology of Selling by Charts 
8—Eight Practical Canvasses with Charts 
4—How to Study and Demonstrate Charts, 


GRAPHICAL DIAGRAMS GRAPHICAL DIAGRAMS 
SERIES A—GENERAL FACTS SERIES B—POLICIES 
1—An Insurable Asset *1—Participating 20 Year Endowment 
2—Figure It Out Yourself . ' *2—Participating 20 Payment Life 
*3—Amount of Insurance $100 per Annum will Buy on Various Plans *$—Participating Ordinary Life 
4—We All Must Die (Expectancy, etc.) *4—~Coutinuees Meaty Incmne 


5—Increasing Cost of Insurance Premiums at Different Ages 
6—Percentage of Deaths from Most Common Diseases 
*7—Can You Afford More Insurance? 


8—Capitalized Value of Various Annual Incomes ial 
9—How Much Insurance Should a Man Carry? ES CCEA AE CPE 
*10—A Comparison—Fire and Life Insurance *1—A Comparison—Ordinary, 20 Pay. and 20 Year End. 
*11—If You Should Die *2—Premiums, Cash Sur., Paid-Up Insurance 
*12—The Value of the Loan Feature 8—Settlement Privilege No. 1 
13—Growth and Strength of Old Line Companies 4—Settlement Privilege No. 2 
14—Of 100 Men, Those Incapable of Self-Support at Various Ages *5—Disability Clause—20 Pay. Participating 
15—A Few Startling Facts—You? Your Widow? *6—Extended Ins. Clause—Participating 20 Year Endowment 
16—The Varying Fortunes of 100 Average Men *7—Extended Ins, Clause—Participating 20 Payment Life 


*Special Edition for agents of non-participating companies 


Charts are printed in six colors and bound in flexible loose leaf binder 


PRICE $10 


Send for illustrated circular Discount for quantity orders 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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FILE STATEMENT 





Chrysler Attorneys Submit Argu- 
ments to Kansas Department 


ALLEGE COMMISSIONER WITHOUT 
JURISDICTION 





Brief Indicates Palmetto Reinsurance 
Contract Soon to Be Made 

ToreKA, KAN., August 25.—The attorneys 
for the Chrysler Motor Car Company have 
filed with the Kansas Insurance Department a 
statement, asserting that the Chryler company 
is not doing an insurance business and_ that 
there is nothing in the transactions for the 
cale of the cars or the delivery of fire and 
theft insurance policies which gives the depart- 
ment any jurisdiction. Stone & McDermott, 
general attorneys for a large number of fire 
and life insurance companies, represent the 
motor car company. They do not pretend to 
represent the Palmetto Fire, which writes the 
insurance, and the brief filed with the depart- 
ment treats entirely of the operations of the 
motor car company. It states that the con- 
tract reinsuring the business for the Palmetto 
will soon be made. 

The brief is similar to the statenvents sent 
out by the Chrysler officials and also by the 
Michigan Insurance department. The com- 
pany asserts that it buys the insurance on its 
own account for all the cars when they are 
turned out of the factory and ready for ship- 
ment to the distributors and deafers. 

It is argued that the agent who sells the car 
does not sell any insurance and frequently does 
not discuss it even with the prospective cus- 
tomer. But when the deal is closed the agent 
simply advises the company that a car of a 
certain number has been sold to a certain per- 
son and the Palmetto then issues a distinct 
policy covering that car and it is delivered. 

It is maintained throughout the brief that 
the motor car agent does not act as an insur- 
ance agent and has nothing to do with it. 
The insurance is on the car when the agent 
gets it, it is included in the price at which the 
car is billed to him and all he does is to act as 
a notification agent to the company to trans- 
fer the insurance. 
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4 We do not take out life insurance because we expect to die tomorrow. In fact, we don’t 
le expect to die at all. We may sometimes wish we were dead, or think perhaps the world and 
K¢ | ourselves would be just as well off if we were. But when it comes to the pinch, we will not die, 
Te and neither will our family or friends permit us to die. Every effort, scientific and unscien- 
yy) tific, is made to keep breath in the body. 

NR This is not an essay on life and death. It is simply a method of emphasizing the thought 
reg that we do not insure to die, nor do we expect, when we insure, that we will have to die to win. 
Bp) We insure to secuie contentment, which is the very reason why we do not have to die to win. 
Sof We are winning this contentment just so long as we live and pay the premium necessary to 
ae secure it. 

ie) There is more urge to live with life insurance than without it, simply because it gives us 
ait this sen .e of contentment and security. Welive more happily and better, and consequently we 
vo shalllive longer. Life insurance does not make us careless or indifferent to life. On the contrary 
lef it makes us more careful. Hence life insurance is a good thing whichever way you look at it, 
oh and never do we have to die to win. We win from the very minute we take the insurance. 
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Ry A STRONG COMPANY Over Sixty Years 
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ree and Secure in Every Way (ce mqumanee COMPANY 

| G 9 OF BOSTON, MASSACHUSETTS 

we \ 

Hl . -_ SF, > VT ¥ Fa 

SoS RCBKGOIES 














R. N. HUGHS DIES RECEIVERSHIP SUIT DISMISSED 
Was One of Most Prominent Figures in’ Insurance Commissioner Says Mississippi 
South Fire Has Unimpaired Capital and 
R. N. Hughs, Southern manager of the Ia- Reserves 


surance Company of North America, the Jackson, Mtss., August 24.—The chancery 
Philadelphia Fire and Marine, and the Alli- court. of Hinds county denied a petition ask- 
ance, with headquarters in Atlanta, died on jing for a receiver for the Mississippi Fire, 


Monday of this week after a protracted ill- when the case was heard last week. The pe- 
ness. At the time of his death he was chair- tition was filed Tuesday. The decision was 
man of the executive committee of the Un- rendered by Judge V. J. Stricker, who 


derwriters Salvage Company for its Southern heard the famous anti-compact suit against 
department. 139 fire insurance companies several years 
Mr. Hughs, who began his insurance career ago. The petitioners themselves asked that 
with the agency of George W. Duncan & _ the suit be dismissed. 
Company at Macon, Ga., was one of the most Insurance Commissioner T. M. Henry has 
prominent insurance figures in the South. He  jssyed a statement, based upon the report of 
had twice been president of the South-East- the Mississippi Fire as of June 30, to the ef- 
ern Underwriters Associatfon and was an fect that the company is solvent with a net 
organizer and first president of the South- surplus of $35,000 and with capital and re- 
ern Automobile Underwriters Conference. He serves unimpaired. The statement, in part, 
was a former president of the Southern Ad- says: 
justment Bureau of Atlanta and had served on As a matter of fact, as of date June 30, 
practically every committee of the South-  jo2: the last audit of the company, the capital 
Eastern Underwriters Association. Mr. Hughs stock of the company, amounting to $350,000, 
became manager of the Insurance Company of is_ unimpaired. Its reserves, amounting to 
North America in the South in 1917. His $285,504.95, are unimpaired: The company 
record of progress and success is an example furthermore had 7 surplus, the a 
‘ : of which has not yet been fully determined, as 
to all insurance men who look for respect in the audit has not been completed, but which is 
their work. certainly in excess of $35,000. 
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To Our Agency Force:- 


We've talked about MISCELLANEOUS LINES BEFORE and we did it because 
we KNOW that the most SUCCESSFUL Insurance Man - FROM EVERY STAND- 
POINT - is the one who does not "CARRY ALL HIS EGGS IN ONE BASKET." 


Here is a miscellaneous coverage that is a HUMDINGER; a GOOD 
seller; a NICE profit maker; and a very much NEEDED protection. 


You've already guessed, PERHAPS, that we refer to BURGLARY INSURANCE. 


Every Bank in your community should have SAFE BURGLARY, DAY LIGHT 
HOLD-UP and OUTSIDE MESSENGER INSURANCE, and they should carry: 
ENOUGH to protect them FULLY in case of loss. 


Every Mercantile Store should carry INTERIOR ROBBERY and SAFE 
BURGLARY INSURANCE as well as OUTSIDE MESSENGER. They, too, 
should carry ENOUGH to cover the loss. 


A large percentage of the Business Men in your town can be sold 
RESIDENCE BURGLARY, LARCENY AND THEFT and PERSONAL HOLD-UP INSUR- 
ANCE. You can GET this business by GOING AFTER IT. 


Your County Treasurer is a wonderful prospect for SAFE BURGLARY 
and DAY-LIGHT HOLD-UP insurance. He CERTAINLY should be properly 
protected AGAINST the loss of SECURITIES which are in his custody 
for SAFE KEEPING and for which he is RESPONSIBLE. 


Having a little space left, we'll use it by MENTIONING another 
GOOD miscellaneous seller - ACCIDENT and HEALTH, of course. 


Do you know that the total volume of ACCIDENT and HEALTH premiums 
(for the United States) exceed that of any other Casualty Line 
except Workmen's Compensation, and the COMBINED total of the VARI- 
OUS FORMS of Liability Insurance? That the VOLUME of ACCIDENT and 
HEALTH premiums EXCEED that of ALL KINDS of Fidelity and Surety 
Bonds? That ACCIDENT and HEALTH Insurance - LIKE LIFE INSURANCE - 
provides GENUINE AND NEEDED PROTECTION when most wanted? 


Yours miscellaneously, 


hiterdig 
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THE 
OBSERVATION POST 








HE possibility of applying the acquisition 

cost rules to fidelity and surety writings, 
as originally intended by the plan, was dis- 
cussed in this column on August 6. After out- 
lining the idea, it was here said that the prob- 
lem “is up to the man who is now Superin- 
tendent of Insurance for New York,” and 
Beha’s views on the subject would 
he interesting.” As they say in the cross-word 
puzzles, Lo! On Friday last, August 21, 
Superintendent Beha made public a question- 
naire asking the companies for details as to 
commissons and branch-office expense involved 
in surety and fidelity writings. Recalling the 
date of The Observation Post’s comment and 
that of Mr. Beha’s queries, there springs into 
mind that quatrain, from “Chips of Jade,” by 
Arthur Guiterman, which runs something like 


that “Mr. 


this: 
The monastery beside 
The nunnery is set. 
There’s nothing very strange 
Or queer in that, and yet——! 
ANY accidents have been occurring as a 
1 


result of using gas masks, made during 
and for the World War, in entering gas-filled 
areas which may be created by chemical fires, 
mine disasters, etc. It may well be pointed out 
that such army gas masks are not real pro- 
tection against the majority of so-called indus- 
trial gases. Army gas masks do not protect 
against ammonia, carbon monoxide and high 
concentrations of gasoline vapors. Insurance 
companies would do well to issue warnings re- 
garding this question to policyholders in in- 
dustrial plants and factories. 


HE ex-soldier as a potential criminal is 

defended in the July-August issue of the 
United States Fidelity and Guaranty’s Bulletin. 
R. A. Foster and J. E. Messick, managers of 
the company’s Indianapolis wranch, in an 
article describing the capture of bandits who 
robbed the South Kokomo bank, say: “Much 
has been said to the effect that our crimes of 
banditry are being committed by ex-soldiers. 
Our observation is that military training stead- 
les and disciplines a man. 


There have been, 
of course, exceptions, but we think that the 
vast majority of ex-soldiers have fitted them- 


selves into our economic fabric and are liv- 
Ing useful lives.” 


HEALTH AND ACCIDENT UNDER- 
WRITERS CONFERENCE 


Train Schedu'es to West Baden Meeting— 
Automobile Routes Obtainable 


Harold R. Gordon, executive secretary of 
the Health and Accident Underwriters Con- 
ference, has sent out the following train 
schedule for the coming convention of that 
body at West Baden, Ind., on September 1, 
2 and 3: 

From Chicago—Leave 9:00 p. m. Monon 
train number 3, arrive West Baden 6:50 a. m. 
daily through sleeping cars. Or leave 9:00 
a. m. Monon train number 5, arrive West 
Baden 6:00 p. m. daily, change of cars at Or- 
leans. 

Fronr Indianapolis—Leave 12:30 p. m. Penn- 
sylvania train number 331, arrive West 
Baden 3:55 p. m., daily through train Indian- 
apolis to West Baden. 

From Cincinnati—Leave 8:45 a. m. B. & O. 
train Number 21, arrive West Baden 3:55 p. 
m., change cars at Mitchell. (Four hours’ 
wait at Mitchell.) 

From St. Louis—Leave 9:00 a. m. B. & O. 
train number 22, arrive West Baden 3:55 p. 
m., change cars at Mitchell. 

From Louisville—Leave 8.20 a. m. Monon 
train number 6, arrive West Baden 10:45 a. 
m. daily. Leave 3:05 p. m. Monon train num- 
ber 8, arrive West Baden 6:00 p. m. daily. 

A description of automobile routes to West 
Baden from the cities of Cincinnati, Indian- 
apolis, Fort Wayne, Chicago and St. Louis 
has been prepared by Mr. Gordon and will 
be forwarded to those applying to him at 168 
North Michigan boulevard, Chicago. 


Income Guaranty to Enter Five New 
States 


The Income Guaranty Company of South 
Bend, Ind., is planning to extend its activi- 
ties by entry into California, Minnesota, Penn- 
sylvania, Massachusetts and New York. It will 
be recalled that this organization, formerly a 
mutual, was re-formed as a stock company in 
March, 1924, with a capital of $100,000 and a 
surplus of $75,co0. 

A recent examination made by the Michi- 
gan Insurance Department, by which it was 
licensed on June 25, shows insurance in force 
of over $33,000,000; a paid-in capital of $100,- 
000; and a surplus to policyholders of $182,- 
904. The company now operates in Indiana, 
Illinois, Kansas, Michigan and Missouri. The 
officers of the Income Guaranty are: A. N. 
Hepler, president; H. J. Moran and G. E. 
Correll, vice-presidents, and J. G. Malmberg, 
secretary-treasurer. R. C. Hepler is assist- 
ant agency manager, and A. N. Hepler, Jr., 
is assistant secretary and claims adjuster. 
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COMPENSATION MEETING 


International Association of Indus- 
trial Accident Boards in 
Convention 


PRESIDENT 0. F. McSHANE’S SPEECH 





Wants Coverage Limits Raised from $16 
to $25—Sees Need of Federal 
Legislation 

Satt Lake City, Utau, August 24.—Presi- 
dent O. F. McShane, of the International 
Association of Industrial Accident Boards, in 
session at the Hotel Utah last week, made a 
plea for great compensation benefits in open- 
ing the convention. Mr. McShane, who is 
chairman of the Utah Industrial Commission, 
sketched the loss from industrial accidents and 
dwelt upon the inequalities of the present 
limitations placed by the compensation laws, 
concluding his address with an earnest appeal 
for the crystallization into law of six changes 
which would extend the scope and amount of 
the compensation paid. 

The president of the Association advocated 
that thirty-four States eliminate from com- 
pensation statutes, provisions which make com- 
pensation contingent upon accident or fortuit- 
ous event, thereby bringing into the compensa- 
tion field such cases as the miner afflicted with 
tuberculosis or lead poisoning. Mr. McShane 
also favored setting up industrial boards in 
every State to salvage for society the vast 
waste now suffered through enforced idleness. 

Mr. McShane urged that compensation limits 
be raised from the present $16 maximum to 
$25 maximum or be removed entirely. He 
said he would like to see a law that would 
provide for the social needs of the injured 
workmen or for dependents in case of death. 
He also wanted limits to be removed for 
medical or hospital treatment and, finally, he 
nrged that Federal legislation be secured giv- 
ing effect to the compensation law of the 
State in all cases of interstate injuries within 
the State. President McShane held that no 
class of legislation had ever taken such a firm 
grip on the number of people and met with 
such universal approval as that providing for 
compensation in connection with industrial ac- 
cidents. He believed, however, that the time 
had come to extend and strengthen the plan. 
He felt that the costs of the compensation 
were borne by the consuming public rather 
than by the industry, and that the laboring 
man himself, the beneficiary of the compensa- 
tion, ultimately paid the greater part of this 
general cost. The speaker said he saw a great 
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NOW READY 





Practice of 


Workmen’s Compensation 
Insurance 


A treatise upon the necessity for and 
development of workmen’s compensation 
insurance, together with much informa- 
tion as to its practice. 


By Saul B. Ackerman 


Assistant Professor of Insurance 
New York University 


A New and Comprehensive Book 
Just Published 


If you are a broker or agent selling 
Workmen’s Compensation Insur- 
ance, can yc1 offer the following 
services? 


1. Explain che important provisions 
of the Workmen’s Compensa- 
tion laws in the United States. 

2. Assist an injured employee to 
present his case before a Com- 
mission. 

3. Advise an employee concerning 
rehabilitation. 

4. Explain the important Work- 
men’s Compensation legal de- 
cisions. 

5. Explain how a manual rate is 
made. 

6. Outline a campaign for accident 
prevention. 


7. Explain to an insured how he 
can reduce his rate by properly 
improving the physical condi- 
tion of his plant. 

8. Explain to an insured how his 
rate is computed in accordance 
with the Experience Rating 
Plan. 


These topics and many others are 
discussed in detail in the new book 
entitled ‘‘Workmen’s Compensa- 
tion Insurance’ just published 
by The Spectator Company, and 
written by S. B. Ackerman, As- 
sistant Professor of Insurance of 
New York University. 


Every one having to do with Work- 
men’s Compensation Insurance, in 
any way, will find this a most use- 
ful work, as it contains information 
upon every phase of Workmen’s 
Compensation Insurance. 


Price per copy $4.00 


Bound in cloth 











field before their association in the matter of 
reducing accident frequency and in reducing 
the terrible economic loss to the nation re- 
sulting therefrom and, further, in standardiz- 
ing treatment for the injured workmen. 

The convention, the twelfth annual meet, was 
attended by delegates from all parts of the 
United States and Canada. More than 100 
Commissioners, deupty commissioners and 
other officers of labor departments, workmen’s 
compensation bureaus, and accident commis- 
sions were in attendance. Governor Dern of 
Utah and Mayor Neslen of Salt Lake City 
welcomed the delegates. 

In the discussion which followed President 
McShane’s address, Miss Harrison of the 
State Industrial Accident Commission of 
Maryland, who was among those who spoke, 
regretted that the various boards and commis- 
sions do not, as she claimed, adequately fol- 
low up the awards passed upon by them to 
determine if the award had been wisely made. 
She said that some definite system should be 
adopted-and that this important work should 
not be left to haphazard methods. 

Walter H. Monroe, of the Alabama Bureau 
of Insurance, declared that he sees no hope 
for a national compensation law, because now 
the methods of reporting accidents and han- 
dling them in the several States vary so 
widely. Mr. Monroe said there are only five 
States in the Union without compensation leg- 
islation, and urged that these States be so- 
licited to pass laws providing for this legisla- 
tion. 
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SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 


Statement as of 
December 31, 1924 


(Condensed from Statement of 
U.S. Treas. Dept.) 


Admitted Assets...... $7,046,054 
NS ining oew en oe 1,225,000 
OTTO eee 745,272 


Twelve Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 





Credit Insurance a Illinois 
THE SPECTATOR COMPANY —— 
CHICAGO NEW YORK Let the Southern Serve You , 








EQUITABLE 


LIFE & CASUALTY 
INSURANCE CO. 


Specializes in HEALTH 
and ACCIDENT IN. 
SURANCE with En- 
tirely New Features 
which PLEASE. 


And is_ looking tor 
Agents in ILLINOIS, 
and District Managers 
in CALIFORNIA and 
KENTUCKY who 
Can and Will Produce 
Business. 


Such Men Will Receive 
Large First and Re- 
newal Commissions. 








Address Casualty Department 
360 N. Michigan Avenue 
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PROBES COMMISSIONS 





James A. Beha Asks Details of Fidel- 
ity and Surety Writings 





QUESTIONNAIRE SENT OUT 





New York Superintendent Following Ac- 
quisition Cost Plan—Data on Branch 
Offices and Agencies Included 
It will be recalled that, in The Observation 
Post in its issue of August 6, THE SPECTATOR 
pointed out that the acquisition cost plan (orig- 
jnally projected by former Superintendent of 
Insurance Francis R. Stoddard, Jr., of New 
York, and since put into effect for casualty 
business by his successor, Superintendent 
Tames A. Beha), provided that the regulations 
should be epplied to surety and fidelity writ- 
ings as well as casualty insurance. In that 

issue the following comment was made: 

“Tt is not probable that any company or com- 
pany official will care to play a leading part 
in applying such rules to surety and _ fidelity 
operations: yet some, perhaps a majority, feel 
that this 
then, it is up to the man who is now Superin- 


tendent of Insurance for New York and whose 


course is practical. Apparently, 


acquisi- 
Mr. 
inter- 


casualty 
fact. 


eficient methods made the 


tion cost rules an accomplished 


Beha’s views on the subject would be 
esting.” 

Superintendent Beha has now given an in- 
dication of his views in the form of a ques- 
tionnaire, sent out last week and asking de- 
tails regarding commissions, number of agen- 
cies and branch office expense of the fidelity 
anl surety writing companies. These queries 
vere as follows: 


1. Have you subscribed to the rules of any 
rating organization or association governing 
commissions and other acquisition expenses ? 
lf so, do vou follow these rules or are there 
exceptions ? 

2. What is the maximum 
sion paid brokers? 

3. What is the minimum 
sion paid brokers? 

4. What is the maximum 
sion paid to general agents? 

5. What is the minimum 
to general agents? 

6. Do the rates of commission in replies to 
questions 4 and 5 include all salary allowances, 
expenses for office space, telephone, etc., or 
are there extra allowances made for any ex- 
penses in connection with the conduct of the 
agency or ofhce 

7. What grades of commissions do you pay 
between the broker’s commission and the gen- 
eral agent’s commission ? 

8. Give separately the number of local 
agents and general agents by States receiving 
commissions for surety and fidelity business, 
giving the number of such agents in each 
grade. 

9. What is your system of doing business 
—general agent, branch office or direct writ- 
ing? 

10. In what States or localities do you have 
branch offices? What is the maximum ratio 


rate of commis- 
rate of commis- 
rate of commis- 


commission paid 


of branch office expenses to premiums written 

m (a) fidelity business? (b) surety business ? 
11. What is the minimum ratio of branch 

to premiums written in (a) 
(b) surety business? 


olice expenses 
fidelity business ? 





12. Do the ratios in replies to questions 10 
and 11 include all salary allowances, expenses 
for office space, telephone, etc., or are there 
extra allowances made for any expenses in 
connection with the conduct of the agency or 
office ? 


13. Have you any profit sharing arrange- 
ments with agents? 

14. Does your company allow rebates, 
brokerage or commissions, directly or in- 


directly to any bank, trust company, safe de- 
posit company or title company in States 
where there are agreements with bankers’ 
associations or elsewhere? 

15. Are any allowances 
or agents for premium volume? 
plans are in cffect? 

16. Do you observe rules governing limita- 
tion of agents in any State or locality? If 
an outline of the plan.” 


made to brokers 
If so, what 


sO, give 


JAMES A. BEHA TO SPEAK AT 


FRENCH LICK 


Former Governor of Minnesota Also on 
Program 
Hon. James A. Beha, Superintendent of In- 


surance for New York, will deliver an address 
at the joint convention of the National Asso- 
Casualty and Surety Agents and the 
International Casualty 
Surety held at 
Lick Springs, Ind., on September 20 


ciation of 
Association of and 
French 


and 30 


Underwriters to be 


and October 1. 

Another speaker who has been added to the 
program will be Hon. J. A. Preus, former 
governor of Minnesota, and a man who is well 
known for his executive ability and knowl- 
edge of facts. The full program for the con- 
ventions will soon be ready and the speakers’ 


topics will be announced at that time. 


THREE OFFICIALS PROMOTED 


George H. Reaney Made Vice-President of 
United States Guarantee 


The United States Guarantee Company, 
New York, held a meeting of its board of di- 
rectors last week at which George H. Reaney, 
assitant to President D. J. was 
elected vice-president; James G. 
made secretary, 


Tompkins, 
Cannon, as- 
sistant secretary, was and 
George J. Zwier, cashier, became assistant sec- 
retary. Mr. Reaney had an extended experi- 
ence with the Etna Life and affiliated compa- 
nies before joining the United States Guaran- 
tee a few months ago, and is a popular and 


capable executive. 


Heads Texas Accident Board 
Tex., August 
Swayne, Fort Worth lawyer, was appointed 
chairman of the State Industrial Accident 
Board by Governor Miriam A. Ferguson, effec- 
tive September 1. Mr. Swayne succeeds J. H. 
Fowler, whose term of office expires on Sep- 
tember 1. Mr. Fowler has been connected 
with the board for the past ten years. This 
position pays $3600 a year. 
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AUSTIN, 25.—James W. 


LICENSE ISSUED 


Fort Dearborn Casualty Underwrit- 
ers Authorized Pending 
Examination 


STOCK COMPANY IN FORMATION 


Action Taken by Michigan Commission 
After Survey of Situation 





LansiInGc, Micu., August 25.—Renewed at- 
tempts of the Fort Dearborn Casualty Under- 
writers, of Chicago, barred a few weeks ago 
from Michigan by Commissioner L. T. Hands 
again to obtain a license, succeeded last week, 
when the Commissioner relicensed the recip- 
rocal pending an examination by the Michi- 
gan department. 

According to promises made Mr. Hands by 
a representative of the Chicago exchange, the 
policy contract will be modified so that sub- 
scribers will agree only to a 35 per cent pay- 
ment to the attorney-in-fact to defray acquisi- 
tion costs and expenses of operating the ex- 
Under the old contract, the attorney- 
in-fact got a special 10 per cent as pure com- 
pensation, according to Michigan .department 
officers, while other subtractfons from the pre- 
mium receipts made a total of 65 per cent paid 
to the reciprocal management, with but 35 per 
cent left for meeting losses and establishing 
reserves. It was on the point that insufficient 
reserves for payment of unearned premium de- 
posits were set up that the Michigan depart- 
ment refused to approve the 1924 report of 
the exchange resulting in putting the recip- 
rocal out of the State. 

The reciprocal’s representative told the State 
department that a stock company has already 
been practically organized and is ready to rein- 
sure the reciprocal’s business. Under the cir- 
cumstances, the Commissioner thought it best 
to allow relicensing the exchange, thus validat- 


change. 


ing its business written in this State subse- 
quent to March 1, when the old license ex- 
pired. The Michigan department, however, 
will send examiners to Chicago to go over 
the books of the new company carefully and 
also enquire into the status of the old recip- 
rocal. 

Much information in regard to the proposed 
new stock company was given the State de- 
partment, enough, at rate, to 
Michigan officials that the plan has passed the 
visionary stage and is actually near consumma- 


any convince 


tion. 


Detroit Fidelity and Surety Opens New 
Boston Office 

The Detroit Fidelity and Surety Company 
of Detroit, which was recently admitted to 
Massachusetts, has opened up new quarters in 
the Insurance Exchange building, Boston. 
Harold F. Barnes, formerly with Hollis, Per- 
rin & Kirkpatrick, as New England manager, 
and Herbert M. Inman, from the office of 
OBrion, Russell & Company, will be the special 
agents. 
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Incorporated 1898 


Casualty Insurance and Surety Bonds 





Home Office Buildings 


Almost every day you will write one or 


more of the 20 major lines written by the 
Maryland (Casualty Company 


Baltimore 


A Good Company To Represent 





Capital, Surplus and Reserve over $11,000,000.00 






























































HOME OFFICE: NEW YORK 


CASUALTY INSURANCE 
FIDELITY AND SURETY BONDS 


Lven as history repeats itself, so year after 
year observance of ““ROYAL” ethics per- 
petuates an unchallenged insurance record. 






























VoLuME II 


LE ROY, OHIO No. 1 








Editorial 

Rent and rental value insur- 
ance is an opportunity for the 
insurance agent to increase his 
income. This form of coverage 
has no particular seasonal ap- 
peal but can be written 365 days 
in the year, right along with the 
fire insurance. 

Among the best prospects for 
rent insurance are estates, col- 
leges and universities, churches, 
and other organizations, a large 
part of whose revenue often 
comes from the.renting of prop- 
erty. 

Rent insurance is easy to 
write and gives the property 
owner a mucn-needed protection, 
besides increasing the agent’s 
profit. Ohio Farmers represent- 
atives are urged to include rent 
or rental value insurance with 





their fire policies. 





Any Ohio Farmers agent want- 
ing information about rent and 
rental value insurance may call 
upon the Company’s special 
agents. 





A valuable booklet on rent and 
rental value insurance is avail- 
able to Ohio Farmers agents. 
Please write for one or more 
copies. Address the Company 
at Le Roy, Ohio. 





As is usual in the summer 
time, many agents and friends 
of the Old Man on the Fence are 
driving to Le Roy to visit and 
become better acquainted. All 
the villagers will be glad to 
welcome you. Come and see us. 





Rent insurance may be written 
to cover loss of rental income as 
a result of tornado as well as fire. 
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SUIT FOR ACCOUNTING 





Bill in Equity Filed Against Key- 
stone Indemnity Company 





STATEMENT MADE BY VICE-PRESI- 
DENT D. G. FRAZER, JR. 





State Insurance Department Examiners 
Also Named in Suit Brought by Ex- 
change Operators’ Stockholders 
Last week a bill in equity was filed in the 
United States District Court at Philadelphia, 
by Hutton Kennedy, A. B. Ross, R. J. Mullen, 
Elwood Garlick and C. J. Rainear, former 
stockholders of the Exchange Operators, Inc., 
in which they allege that they were damaged 
by the transfer of the Automobile Insurance 
Exchange’s assets and business to the Key- 
stone Indemnity Company of Philadelphia, 
and ask for an acounting by the latter. The 
Exchange Operators, Inc., formerly conducted 
the Automobile Insurance Exchange, which 
was taken over in October, 1923, by the Key- 
stone Indemnity Exchange, after investigation 
ty A. G. Costello and James Longbotham, ex- 
aminers of the Pennsylvania Insurance De- 
partment, who are accused of aiding in bring- 
ing about the transfer of the business and as- 
sets of the Automobile Insurance Exchange, 
after having assumed its management and 

control. 

It is also alleged that the Franklin Trust 
Company turned over funds deposited with it 
to the Keystone Indemnity Exchange without 
proper authorization. 

In response to an inquiry by Tue Specra- 
tor, Vice-President D. G. Frazer, Jr., of the 
Keystone Indemnity, made the following state- 
ment: 

The transaction involving the liquidation of 
the Automobile Insurance Exchange by the 
Keystone Indemnity Company was perfectly 
proper and legal throughout. After proper 
and careful examination by six examiners of 
the insurance department, it was decided that 
the Automobile Insurance Exchange was in- 
solvent, due mainly to the fact that proper 
claim liabilities for unpaid claims were not as- 
sumed and also because the Exchange Oper- 
ators, Inc. had not remitted premiums for 
business written by it for the Automobile In- 
surance Exchange. The management of the 
Automobile Insurance Exchange was notified 
that its financial condition was such that im- 
mediate restitution and rehabilitation were 
ad in order that it continue in business. 
= management of the Automobile Insurance 
eae could not place necessary funds to 
po credit of the Automobile Insurance Ex- 
change to warrant its continuing under their 
— and as a result it was necessary for 
fe Msurance commissioner, by authority in- 
bag in him by law, to assign and turn over 
> Automobile Insurance Exchange to the 
paene Indemnity Company, attorney-in-fact 
ra the Keystone Indemnity Exchange. This 
Fansaction had the approval of the Dauphin 
sa Court, which, under the insurance laws 
1 the Commonwealth of Pennslyvania, has 


jurisdiction in such matters. 

flay «understand that bill in equity has been 

= in the United States Court asking for 

nig in the matter of the Automobile 
surance Exchange, but as yet no service of 


such bill has been made against this company. 
We are confident that the outcome of this bill 
will be favorable to the Keystone Indemnity 
Company because, as you can see from the 
above statenrent, there is no basis for the claim 
which they are endeavoring to make against 
the company, and it looks to us that it is a 
matter of publicity and an attempt to injure 
the good name of the Keystone Indemnity 
Company. 

In answer to a query addressed to him by 
Tue Specrator, Samuel W. McCulloch, In- 
surance Commissioner of Pennsylvania, sent 
the following message: 

I have no statement whatever to make in 
connection with the suit entered in the United 
States district court against the Keystone In- 
demnity Exchange. 


“SUNSTROKE” AN INDUSTRIAL 
ACCIDENT 


Kansas Public Service Commission So In- 
terpreted Court Ruling 


Topeka, Kan., August 25.—Sunstroke is to 
be considered an industrial accident in Kansas. 
This is the notice served upon the Integrity 
Mutual Casualty Insurance Company by the 
industrial division of the Kansas Public Ser- 
vice Commission. The company has dis- 
claimed liability in the claim of Frank 
Wheeler, an employee of the Keystone Milling 
Company of Larned, Kan., who suffered a heat 
stroke while at work on June 19. He was 
totally incapacitated for work for some weeks 
and, of course, is subject to a recurrence. 

The milling company has, in effect, paid a 
compensation claim to Wheeler and when it 
presented its claim to the Integrity the com- 
pany declined to acknowledge liability on the 
ground that sunstroke is not an industrial ac- 
cident that comes within the terms of the Kan- 
sas compensation law. 

The Kansas Supreme Court has ruled that a 
sunstroke is an accident and the commission 
has interpreted this to mean that when a sun- 
stroke occurs in the ordinary course of the 
employment of any man in an industrial estab- 
lishment that sunstroke then becomes an in- 
dustrial accident’ within the full meaning of 
the compensation law. 


Union Indemnity Decision Appeal to Be 
Heard on September 28 

The appeal taken by W. Stanley Smith, 
Wisconsin Insurance Commissioner, from the 
recent decision of the Dane County Circuit 
Court, which directed him to approve the stock 
transfer deal between the Union Indemnity of 
New Orleans and the Northwestern Casualty 
and Surety of Milwaukee, will be heard by 
the Wisconsin Supreme Court about Septem- 
ber 28. 


Heads Branch Claim Division 
George P. Steck has been made head of the 
new branch claim division organized by the 
H. C. Hare Company, general agents for the 
Royal Indemnity 
companies at Jacksonville, Fla. 
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Eagle Indemnity and_ the 


TEXAS EMPLOYERS NOT 
REORGANIZING 





Dallas Concern Denies Forming 
Stock Company 





IS BIGGEST DOMESTIC COMPENSA=- 
TION CARRIER 


Company in Strong Financial Position 
with Net Surplus of Over Five- 
Hundred Thousand Dollars 


Information printed in THe SpEcTATOR un- 
der date of August 13 to the effect that the 
Texas Employers Insurance Association of 
Dallas, Texas, would reorganize as a stock 
company has been categorically denied by of- 
ficials of the company, who state in a telegram 
to Tue Specrator that such information is 
“utterly without foundation in fact or fancy.” 
THE SPECTATOR is glad to correct such evident 
misinformation at this time, although the story 


came to it through a usually trustworthy 
source. 
The Texas Employers Insurance Associa- 


tion is a mutual company operating in Texas 
only, and is the largest domestic carrier of 
workmen’s compensation insurance in the 
State and one of the largest mutuals in the 
country writing that line. It writes work- 
men’s compensation only. It was organized in 
1913 by substantial business interests under 
Part III of the Employers Liability Act of 
the State of Texas. It began business in May, 
1914, and was successful from the start, hav- 
ing had a very profitable underwriting experi- 
ence. According to the Texas law the assess- 
ment liability of policyholders is 
when the surplus exceeds $200,000. The com- 
pany has maintained a surplus of over $500,- 
000 since 1919, it being $511,713 as of Decem- 
ber 31, 1924. 


suspended 


The premium income of the Texas Employ- 
ers for 1924 was $1,628,352, the total pre- 
miums since organization having been $12,688,- 
551. Admitted assets, as of December 31 last, 
were $1,632,002, against liabilities of $1,121,- 
189. It paid as dividends to policyholders in 
1924 $218,946. 

The president of the company is W. B. 
Head. The other officers are as follows: J. 
FE. Farnsworth, Ernest Sam 
Davidson, vice-presidents; Homer R. Mitchell, 
secretary and general manager: Royal A. 
Ferris, treasurer; A. F. Allen, assistant secre- 
tary and treasurer; J. J. Watson, assistant 
secretary and assistant general manager; E. E. 
Watts, assistant treasurer, and W. B. Todd, 
assistant secretary. 


Steves, and 


The membership of the board of directors 
follows: W. B. Head, J. E. Farnsworth, W. 
S. Mosher, Ernest Steves, Perry Burrus, J. C. 
Peyton, T. H. Phillips, Robert A. John, Royal 
A. Ferris, Sam T. Morgan, John S. Radford, 
I. A. Holmgreen, T. S. Reed, Jr., Frank Kell, 
Homer R. Mitchell, J C. Mitchell, H. Kenyon, 
G. J. Palmer, R. B. Still, and C. H. Sinex. 
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UNITED STATES 
FIDELITY AND 
GUARANTY CO. 


R. Howard Bland 
President 





A record of paying in twenty- 
seven years 1,333,440 claims 
in the amount of $111,366,-. 
728.67. ‘This, after all, is the 
acid test. 


Home Office at Baltimore 
Net Premiums in 1924—Over $33,000,000 























GENERAL AGENTS 


The fire insurance agent who does 
not have a life insurance company 
contract is overlooking a nice in- 
come each year. Life insurance can 
be handled in your agency with very 
little additional cost which leaves 
practically all of the commission on 
life business a profit to you. 


For particulars in regard to our con- 
tracts address 








A. O. HUGHES, Vice-Pres. 


in charge of Agencies 





Farmers National Life Ins. Co. 
OF AMERICA 


401 S3. Michigan Ave., Chicago 
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A useful idea 


for argument. 
Try it. 





NIN E good men 

out of every ten are not only afraid to die, 
they are afraid to live. They have a “fear complex’ 
about as follows: ‘Die early—and my family might 
be helpless; die late—and my own latter days might 
find me helpless.” 


HE tenth man 
isn’t atraid, because he has arranged to pay 
his debts and keep his children in school. He feels 
that his sins will be forgiven because he has lived up 
to his responsibilities to the best of his ability. 


ANP that is 
the WHY of life insurance. It takes a lot of 
the fear out of life and death both. 


The Franklin Life Insurance Co. 


Springfield, Illinois 


52.4% 











Of the new business issued by The North- 


western Mutual Life Insurance Company 
in the year 1924 was upon applications of 


members previously insured in the Company. 


Once a Policyholder--- 
Always a Prospect 





THE POLICYHOLDERS’ COMPANY 


The Northwestern Mutual Life Insurance Company 
of Milwaukee, Wisconsin 
W.D.VAN DYKE, President 
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Casualty, Surety, Ete. 
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LOAN GUARANTEES 


Phillip W. Kniskern Says Surety 
Companies Back Mortgage Money 








$100,000,000 SO TREATED THIS YEAR 





Expect to Guarantee Over $300,000,000 
in Mortgage Bonds Next Year 


Phillip W. Kniskern, vice-president of the 
National Surety Company, in an address be- 
fore the convention of the Mortgage Security 
Corporation of America at Norfolk, Va., last 
week said that about $100,000,000 in mortgage 
bonds will be guaranteed by the surety 
companies this year. In addition, it is his 
view that in 1926 the companies will be 
guaranteeing between $300,000,000 and $400,- 
000,000 of such mortgage bonds. 

Mr. Kniskern, in his talk, traced the de- 
velopment of this type of surety writing from 
its inception to the point where it has become 
a factor of national importance as a stabilizer 
of business and financial credit. Despite the 
companies’ favorable experience with this 
kind of insurance, the majority of them main- 
tain a corps of experts to study and investi- 
gate real estate values and properly interpret 
real estate law, according to the speaker. 

Describing the methods of offering mort- 
gage bonds to the public, Mr. Kniskern in- 
dicated that four distinct courses were pur- 
sued as follows: 

1. Through companies which do _ not 
guarantee their issues and let the buyer as- 
sume the entire risk on his investment. 

2. By cempanies which in the past have 
always prevented an investor from suffering 
loss but who do not commit themselves, 
either verbally or in writing, as to the future. 

3. By companies which give their own 
written guarantee of the payment of principal 
and interest of all mortgage bonds which they 
issue. 

4. By companies which, in addition to giv- 
ing to investors their own written guarantee 
of all mortgage bonds which they issue, 
strengthen this guarantee by the written 
guarantee of a nationally known surety com- 
pany which, for its own protection, has al- 
ready made an independent investigation, 
through its own experts and specialists, of 
the property, and which prints its guarantee in 
plain language in each mortgage bond. 


Writes “Credo” of Stock Company 
Insurance 
George E. Turner, counsel of the Casualty 
Information Clearing House, ‘Chicago, has 
sent out a card, designed to be hung on the 
agent’s office wall, on which is imprinted the 


following credo of stock company insurance 
operations: 


I BeELtEve 
—In the fundamental principles of stock com- 
Pany insurance: 
—in the economic theory of private ownership 
upon which it is founded and which it ad- 
vocates for other business: 


—that stock company insurance sustains a 
correct relation to the principles of our 
American Government: 

—that it functions more effectively as a factor 
in the conduct of American business than 
does any other insurance system: 

—that it is and must be conducted up to a 
standard rather than down to a price: 

—that it has been and now is an essential 
factor in the development and maintenance 
of our economic structure: 

—that its future prosperity depends upon how 
well it serves the insuring public rather than 
upon theoretical sales devices invented to 
meet temporary expediencies. 


THEREFORE: 
I am willing to be known in my community 
as its advocate and by the fruits which it 
bears. 
With confidence I offer it to my frierids 
and nty neighbors and to those whom I 
would have to be my friends. 


ATLAS CASUALTY UNDER WAY 


Will Reinsure Business of North American 
Mutual and Atlas Mutual Fire and 
Automobile 


The Atlas Casualty Company of Fort 
Wayne, Ind., will soon be under way with a 
capital of $200,000, and will reinsure the busi- 
ness of the North American Mutual Insur- 
ance Company, Chicago, and that of Atlas 
Mutual Fire and Automobile Company. The 
North American Mutual has been taken over 
by the Atlas Underwriters, Inc. of Fort 
Wayne. 

The officers of the North American Mutual 
are: Lowry Vahey, president; W. O. John- 
son, vice-president; W. E. Massion, secretary, 
and P. C. Sheehan, treasurer. ‘The staff of 
the Atlas Underwriters is made up of W. D. 
Holterman, president; Felix Broeker, secre- 
tary, and C. J. Scheimann, treasurer. 


NATIONAL UNION INDEMNITY READY 


Examination by Pennsylvania Insurance 
Department Completed 

The National Union Indemnity Company of 
Pittsburgh, which has just been examined by 
the Pennsylvania insurance department prior 
to its authorization to begin business, is now 
ready to commence operations. The examina- 
tion report indicates that the National Union 
Indemnity now has a capital of $500,000 and 
a surplus of $250,000, obtained by the sales 
of 5000 shares of stock, par value $100, at 
$150 per share. Accrued interest, as shown 
by the examination, totals $7434 and _ total 
admitted assets are $751,343. The securities 
are on deposit in the Mellon National Bank 
of Pittsburgh, and it is understood that the 
National Union Indemnity will soon begin 
actively writing risks. 


Carl Sternfelt Made Superintendent 

Boston, Mass., August 25.—Carl Sternfcelt, 
for the past nine years connected with the 
N. E. agency of the Employers Liability in 
Boston, is now superintendent ot the liability 
department of Elmer A. Lord & Company, 
resident managers for the London Guarantee 
and Accident Company, Ltd. 
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DAVID H. KNOTT ELECTED 


Becomes Member of Metropolitan Casu- 
alty’s Board 


David H. Knott, president of the Knott 
Hotels, Inc., and former sheriff of New York 
county, has been elected to the board of direc- 
tors of the Metropolitan Casualty Insurance 
Company. Mr. Knott is president of the 
Lloyds First Mortgage Company of New 
York, trustee of the Metropolitan Savings 
Bank, and chairman of the board of the Cen- 
tral Mercantile Bank, in addition to being af- 
filiated with many other corporations and in- 
stitutions. 

The last meeting of the board of directors 
of the Metropolitan Casualty, at the invitation 
of Percy H. Willmott, president of the Agri- 
cultural of Watertown, was held at the lat- 
ter’s home office last week. President Wilmott 
is a director of the Metropolitan Casualty. 

The officers and directors of the Metro- 
politan Casualty were the guests of the Agri- 
cultural at the Watertown Country Club and 
at the Thousand Island Club on Alexandria 
Bay. 


Brokers and Agents Back Democratic 
Candidate for Mayor of New York 


The Insurance Agents & Brokers Associa- 
tion for James J. Walker for Mayor has been 
formed in New York city to support the 
Democratic organization candidate for that of- 
fice. In a statement just released, it is said 
that “heretofore, the insurance fraternity has 
failed to participate to any great measure in 
political activities in its respective districts, 
and the object of the Insurance Agents & 
Brokers Association is to enable its members 
to express themselves before primary day so 
that more able and efficient executives can be 
elected to high public office.” 

Regarding duty of members, the statement 
says that “the duty of each member will be 
actively to solicit clients, when such member 
comes in contact with them, to vote for Sen- 
ator Walker and his associates in the primaries 
if they happen to be enrolled Democratic 
voters.” The headquarters of the Association 
are at 130 William street, and the statement 
sent out was signed by T. Franklin Hogan, 
Eugene L. Navin, William L. Hooks, Daniel 
T. McEnerny, Harry Cooper and Herman A. 
Bayern. 


Indiana Agents Postpone Meeting 


INDIANAPOLIS, INp., August 22—The annual 
convention of the Indiana Association of In- 
surance Agents will be held October 26-28 in- 
stead of October 20-21 at Fort Wayne, Ind., 
it was decided at a recent meeting of the 
executive committee of the association. 
Arrangements are being made to have the 
Indiana Fire Prevention Association inspect 
the city at that time. Fort Wayne may post- 
pone its observance of National Fire Preven- 
tion Day from October 9 until the later date. 
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MISCELLANEOUS 


(Including the Accident & Disability Features of Life Insurance) 


We provide an unexcelled and comprehensive service through which our Treatyholders 
increase their carrying capacity without increasing net exposure, transacting additional 


business at an assured profit. 





CHICAGO 
INSURANCE EXCHANGE 
JACK WOODHEAD 


CASUALTY REINSURANCE 


S INDEMNITY CORPORATION 


E.G TRIMBLE, PRESIDENT. 


LOS ANGELES NEW YORK 
719 DETWILER BUILDING 80 MAIDEN LANE 
LOUIS de S. FULLER EHMANN & COMPANY 
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Concord 


Service, Company, or Policy 


—which ? 


All three are important, of course. But to 
our mind the policy is especially so. If you 
agree that the actual contract itself is deserving 
of careful attention and comparison on the 
part of the agent, we invite you to consider 
seriously the United Life policy, ‘‘A Policy 
You Can Sell.” 


Any natural death........cccccece $5,000 
Any accidental death...........06. 10,000 
Certain accidentat deaths.......... 15,000 


Accident Benefits $50 per WEEK. 
Also Disability Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY 











If there is an opportunity open in your town, 
our Vice-President, Mr. Eugene E. Reed, will 
tell you all about it. Writehim direct—and 
directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
New Hampshire 


Inquire! 





What Do You Sell? Writing Casualty Insurance 


I Fidelity and Surety Bonds 





y 
: INST TYT\OXO 
ARN 


Home Office: DAVENPORT, IOWA 
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Miscellaneous Insurance 
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FIRE 

Covenant to insure does not run with the 
land. Grantee of equity of redemption not 
assuming mortgage is not bound to insure. 
Promise by transferee of equity to insure for 
benefit. of mortgagee held not supported by 
sufficient consideration. 

Plaintiff was the holder of a mortgage on 
the insured property for $1500, which con- 
tained the usual covenants, including one on 
the part of the mortgagor to keep the prop- 
erty insured against fire in the sum of $1500. 
Thereafter the mortgagor conveyed the equity 
of redemption to M, who in turn later con- 
veyed to C, who acted for the defendant, the 
real owner, who paid the purchase price. The 
plaintiff, obtained $2000 to cover his mortgage 
interest and later asked the defendantt whether 
he had any insurance on the property. The 
defendant then said that he had $3600 in the 
name of C. Upon plaintiff’s request, the 
defendant agreed to insert plaintiff's name in 
the policy, as payee to the amount of his mort- 
gage interest. Plaintiff thereafter cancelled the 
$2000 of insurance which had been taken in 
his name, relying upon defendant’s promise to 
make the policy payable in plaintitt’s tavor. 
The defendant, however, failed to make the 
change in the policy and after the fire, the 
plaintiff brought this suit to impress an equit- 
able lien upon the insurance moneys due un- 
der defendant’s policy. 

Held, that the covenant to insure by the 
criginal mortgagor does not run with the land: 
neither the defendant nor C who held the title 
for him assumed the mortgage and the defend- 
ant was not bound by terms of mortgage to 
insure the property for benefit of the mort- 
gagee, 

The promise of defendant to have the pol- 
icy made payable to plaintiff as mortgagee was 
not enforceable for there was no considera- 
tion for the promise. Although the mortgage 
debt was overdue, it does not appear that plain- 
tiff promised an extension of time for payment 
or promised to forego foreclosure proceedings. 
Mere forbearance without an agreement to that 
effect is not sufficient consideration. 

Final decree for defendant affirmed. 

Spillane vs. Yarmalowice 
Ct. of Mass.), ta7 Ne EK 


(Sup. Judicial 
Rep. 571. 


Delivery to broker is equivalent to delivery 
to the insured. Provision that fire policies 
shall not attach until payment of premium 
cannot be implied. Agent to obtain insur- 
ance 1s not by that engagement alone author- 
ized to cancel. Whether the insured author- 
ized his broker to return policies without 
Notice is question for jury. 

The local agents of defendant delivered two 
Policies to plaintiff's insurance broker in No- 


vember, 1921. Bills for the premiums were 
given to the broker in December but the poli- 
cies were not given to plaintiff because the 
broker previously had trouble in collecting pre- 
miums from plaintiff. 

There was evidence given by the broker, 
which was contradicted that he had told plain- 
tiff that if policies were not paid for, they 
would have to be returned—and plaintiff said 
that he was unable to pay for them. Some 
time before March 9, therefore, the broker re- 
turned the policies to defendant’s agents and 
they were canceled as of their date—the charge 
for premiums being cancelled, and the stamp 
purporting to show cancellation on March 9, 
1922. T he property covered was injured by 
fire on March 25, 1922, and on next day, plain- 
tiff paid his broker the premium and received 
a receipt. Thereafter the plaintiff told the 
broker of the fire, and he immediately offered 
to return the premium, but plaintiff refused to 
accept it. 


No Notice Given 

It appeared that no oral or written notice 
was given plaintiff pursuant to provisions of 
policy, of the company’s intention to cancel 
the policies or that they had been cancelled. 

Held, that policies were effective upon deliv- 
ery to the broker without more, for there was 
no express provision that policies should not 
attach until paid for. 

Without consent of the plaintiff, the poli- 
cies could only be cancelled by following the 
policy provisions which was not done. An 
agent to procure insurance is not thereby 
authorized to cancel the same. However, 
there was evidence to support a finding that 
plaintiff had authorized his broker to waive 
the provision for ten days’ written notice of 
cancellation, and had empowered him to re- 
turn the policies. It was therefore error for 
trial court to direct a verdict for plaintiff. 
New trial granted. 

Michelson vs. Franklin 
Philadelphia (Sup. Judicial Ct. of 
147 N. E. Rep., 851. 


Fire Ins. Co. of 
Mass.), 


BURGLARY 


Insured fails to comply with policy provi- 
sion that he keep books and accounts. Suffi- 
cient evidence must be presented to enable 
an ordinarily intelligent person to determine 
amount of liability. 

The policy of the Preferred Company con- 
tained the express provision that, “the com- 
pany shall not be liable for loss or damage to 
merchandise * * * if the accounts of the 
assured are not so kept that the actual loss 
may be accurately determined therefrom.” 

The Aztna policy was substantially the same, 
that the company shall not be liable “if the 
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Tnseurancee LDeclsion& 


By Joseph G. Seller of the New York Baer S 





books and accounts of the assured are not so 
kept that the company may accurately deter- 
mine therefrom the actual amount of loss or 
damage.” 

Plaintiff had been in business only approxi- 
mately seven weeks when burglars entered his 
premises, and removed a quantity of merchan- 
dise, valued by insured in his proof of loss at 
$8,803.75. 

The only evidence presented consisted of an 
“inventory or stock book,” a lot of bills for 
purchases of coats, skins and furs, together 
with some canceled checks and his bank book, 
showing deposits of receipts from sales of 
merchandise. It appeared, however, that the 
so-called stock book was not accurate, and did 
not show either the true cost price or the sell- 
ing prices of articles marked “sold.” As re- 
gards fur coats, one class of goods carried, it 
was impossible to tell from what source or at 
what price the various articles were obtained. 
There was nothing to indicate which were 
purchased and which were manufactured in the 
shop. Further there was no evidence to estab- 
lish the number of skins purchased or the 
cost of labor employed in the manufacture of 
stoles and coats. The bank deposit book did 
not represent the real facts concerning cash 
sales, for all moneys received were not de- 
posited—some being used for workmen’s 
wages. 

Therefore, the court correctly ruled that 
plaintiff had not kept or produced sufficient 
written evidence to accurately determine the 
amount of the alleged loss. Judgment 
affirmed. 

Gorson vs. Aetna Accident & Liability Co., 
Same vs. Preferred Accident Insurance Co. of 
N. Y. (Supreme Ct. of Penn.), 129 Atl. Rep. 


500. 


Franklin National and Transcontinental 
Companies Licensed 

The Franklin National of New York and 
the Transcontinental of New York, both or- 
ganized by parties connected with the National 
Fire of Hartford, have been licensed by the 
New York Insurance Department. The offi- 
cers are H. A. Smith, president; F. D. Lay- 
ton, vice-president, and S. T. Maxwell, secre- 
They hold similar offices in the National 
The capital of each of the new compa- 
surplus is 


tary. 
Fire. 
nies is $300,000, and the _ initial 
$690,000. 


Death of Edward E. Hall 
Edward Everett Hall, widely known as the 
senior member of the prominent insurance 
brokerage firm of Edward E. Hall & Co., died 
Tuesday morning at his home, 636 Fifth ave- 
nue, New York. 
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Prominent Agents and Brokers 





Actuarial 


Actuarial 











LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 
American Eagle Auto- National Union | New Amsterdam 
mobile Hartford National Hartford — Casualty Co. 
American Equitable U.S. Fire Indemnity Company 
Fidelity-Phenix Stuyvesant of America 
Insurance Co. Automobile Insuranee 
State Pa. BROKERS’ LINES SOLICITED 
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FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume Mansur Bidg. 
Royal Union Bldg. 


Indianapolis, Ind. 
Des Moines, lowa 











Actuarial 


ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENN 
10 Jackson Place, N. W. Independent Life Builds 














ACTUAR Y— Wanted! 


One of the most aggressive Life Insurance 
Companies in the West wishes to employ 
anactuary. The successful applicant will 
find this an unusual opportunity. He 
must meet each of the following require- 
ments without fail. 
(1) Under 40 years of age. 
(2) Thorough technical edu- 
cation. 
(3) Five years’ experience in 
actuarial department of 
a life insurance company. 
(4) Member of Actuarial So- 
ciety of America. 
The salary will range from $6,000 to 
$8,000. 
Address 
ACTUARY 


THE SpEcTAToR, New York 


COPELAND and COTHRAN 
CONSULTING ACTUARIES 


Southeastern Trust Building 
ATLANTA, GEORGIA 


ed 








erate < 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA, 











FREDERIC S. WITHINGTON 


F.A.1. A. 
CONSULTING ACTUARY 


Midland Life Building 
Armour Blyd. & Main St., Kansas City, Mo. 








L.A. GLOVER & co. | 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














Established 1865 by David Parks Fackler 
EDWARDB. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 


Conservation Specialists 





The Otis Hann Company, Inc. 
‘Life Insurance Service”’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 











E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 

















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 

LIFE INSURANCE—Ordinary, Intermediate, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 

165 BROADWAY NEW YORK CITY 





Adjuster 




















Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
Reorganization. 


75 Fulton Street New York 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


SANBORN & SLOAN, Ltd. 


AUTOMOBILE INSURANCE 
ADJUSTERS 


Anywhere in Province of Ontario, Canada 
401 ROYAL BANK BLDG., TORONTO, ONT. 





























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


25 FRANKFORT ST. NEW YORK 
Statisticians 
T. J. McCOMB 
CONSULTING ACTUARY Underwriters 


Colcord Bldg., OKLAHOMA CITY, OKLA. 

















A. SIGTENHORST, F.A.1.A. 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 











F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 


Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, of 
handle any job where the use of tabulat- 
ing machines or comptometers 1s de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 
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Adjusters 








ADJUSTERS & APPRAISERS 
LIMITED 


164 St. James Street, 
MONTREAL, CANADA 


Claims under all classes of insurance in- 
vestigated and adjusted. Companies 
only. 
A. F. MacDonald J. E. Duckett 
R. G. Lefebvre G. R. McKee 

G. A. Bayles, Man. Director 











Indiana and Wisconsin Confer on 
Chrsyler Scheme 


InprANAPOLIS, IND., August 24.—Thomas S. 
McMurray, Indiana Insurance Commissioner ; 
Stuart A. Coulter, deputy commissioner, and 
Edward M. White, Indiana assistant attor- 
ney-general, left recently for Madison, Wis.. 
where they will confer with the officials of the 
Wisconsin Insurance Department in regard to 
a suit which officials of the Chrysler Sales 
Corporation and the Chrysler Motor Corpora- 
tion have filed to enjoin Wisconsin State offi- 
cials from excluding policies of insurance 
which are written on Chrysler automobiles. 

The same question has arisen in Indiana and 
Indiana officials have taken the same attitude 
as Wisconsin insurance officials. In the suit, 
which was a Federal court proceeding, a 
temporary restraining order was granted and 
the Indiana officials are awaiting the outcome 
of the case to determine their action. The in- 
surance policies are written under a contract 
made by the Chrysler organization in Michigan 
with the Palmetto Insurance Company of 
South Carolina. 


Massachusetts Commission Against 
Chrysler Plan 


Boston, Mass., August 25.—Commissioner 
of Insurance Wesley E. Monk, in a lengthy 
opinion, has ruled that the Palmetto Insurance 
Company and the Chrysler Motor Company 
transgress the laws of this Commonwealth with 
their automobile insurance plan. Furthermore, 
as the automobile salesmen are selling the poli- 
cies with the car, they also seem to come wn- 
der the ban of the agents’ qualification law. 

He also states that in his opinion the con- 
tract between the Chrysler people and the 
Palmetto is not an insurance contract, nor is 
It valid. 





Bids for 1926 N. A. L. U. Convention 


The Philadelphia Association of Life Un- 
derwriters has sent out an announcement in 
Which its intention to bring the 1926 conven- 
tion’ of the National Association of Life Un- 


derwriters to that city is heralded. The state- 
ment says in part: 


Rone Page Hed local pride in entertaining 
bai a apse of many years, the con- 
“ n of the National Association of Life 
Yo the Philadelphia Association of 

cerwriters is convinced that its city 


is the one best place to hold the 1926 con- 
vention. A delegation is planning attending 
this year’s convention 1n Kansas City with the 
determination of winning others to their con- 
viction, and of bringing the convention to 
Philadelphia. 

The fact that the Sesqui-Centennial world’s 
exposition will be held in Philadelphia next 
year is one of the points urged by the local 
delegation. Underwriters from all over the 
United States and Canada will want to attend 
this Exposition and if the visit can be linked 
up with the annual convention, it is believed 
that an attendance can be had in Philadelphia 
far in excess of that in any other place. 


Manhattan’s Meeting 
(Concluded from page 9) 


man—he has gone around the world—Mr. Wil- 
liams enjoys great success in most cases. 

At the banquet Thursday evening Mr. Wil- 
liams was the chief speaker, and gave the 
men a final impetus with a splendid address 
on loyalty. 

A second sales demonstration to illustrate 
means of selling large policies was conducted 
by Emmett Weir, also of the C. B. Knight 
general agency of the Union Central. The 
prospect (again Mr. Bragg) was a downtown 
broker, very busy and “fed up” with life in- 
surance, of which he already had a large 
amount. Nevertheless, Mr. Weir succeeded 
in getting by an anxious secretary (Mr. Wil- 
liams) and eventually selling a $25,000 policy, 
all on the basis that it would be a special 
trust for the broker’s baby son. The inter- 
view was reconstructed to represent as nearly 
as possible an actual case which Mr. Weir 
had sold, and one of the hardest which he has 
tackled. He is noted in New York for his 
success with “hard-boiled” cases. 

The convention was officially closed by its 
president, J. H. Sacken, of the New York 
general agency of George Loesch. He recom- 
mended three cheers for Mr. Bragg and they 
were given with a will. 

Frank Koehler, agency superintendent, 
achieved marked success with the entertain- 
ment details. The party attended a closely 
contested ball game at the Polo Grounds 
Wednesday afternoon, and the Follies in the 
evening. Will Rogers devoted at least five 
minutes of his appearance to talking about 
the Manhattan Life and life insurance in gen- 
eral. He introduced President Thomas E. 
Lovejoy and Vice-President Bragg to the 
audience, the latter as the ywungest vice-presi- 
dent of a life insurance company in the United 
States. The spotlight man picked both of 
them out. Edna Leedom, leading woman of 
the company, also mentioned Mr. Bragg’s and 
names that of 
Sheriff Sharp, one of the Manhattan’s agents 
in Louisana, a delightful character. 

The banquet Thursday evening was perfect 
detail, the Astor Huvtel furnishing a 
menu in which there were several dishes new 
to the writer, who usually knows what is com- 
ing after the first dish. President Lovejoy 
presided and Mr. Williams was the chief 
speaker, supported briefly by Mr. Bragg. 


Mr. Koehler’s along with 


as to 
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EARTHQUAKE WRITINGS 





Colorado Commissioner Wants 
Details on This Line 





SENDS LETTER TO COMPANIES 





Advisability and Consequences of Assum- 
ing the Hazard to Be Studied 


Jackson Cochrane, Insurance Commissioner 
of Colorado, has invited the insurance com- 
panies writing earthquake coverage, and oper- 
ating in that State, to enter into a general 
dscussion of the subject with the officials of 
companies, Commissioner Cochrane says that 
earthquake insurance is a Yorm of protection, 
the department. In a letter sent out to the 
the demand for which has so recently devel- 
oped that the companies writing it have had 
very little opportunity to study either the haz- 
ard involved or the possible consequences of 
the risk. 

The Commissioner’s letter, after giving his 
comments, says in part: 


In a preliminary way we should like to 
know approximately how much earthquake lia- 
bility has been assumed by the various com- 
panies up to date, whether the demand for this 
coverage is coming from the larger cities 
which are now generally supposed to be sub- 
ject to the earthquake hazard, or whether the 
demand is such as to give a reasonable spread 
of liability the country over. We have in mind 
the experience that seems to be rather general 
among companies writing hail insurance, the 
demand for which seems’ to have centered 
largely within the limits of well-known hail 
districts. 


IEEXPERIENCE DESIRED 


Of the companies assuming this earthquake 
hazard we would ask the question as to what 
experience has been used in establishing the 
rates that are being asked for this coverage 
and what system of reserves they have in mind 
to care for the losses incurrel in this class. 
Press reports carry stories of numerous in- 
stances of large earthquake policies having 
been issued at various points, and it occurs to 
us to wonder what the result would be if the 
companies badly hit in the first instance by 
the earthquake suffered a tremendous loss for 
damage by subsequent fire. 

We feel sure that all these points have beer 
given consideration by the careful underwrit- 
ing authorities of the various companies con- 
cerned, but are raising these questions at this 
time largely as a matter of information which 
we feel the department should have endeavor- 
ing to protect the interests of the policyhold- 
ers of the various companies in this State. 


Palmetto Bows to Alabama Law 


Frank N. Julian, Superintendent of Insur- 
ance for Alabama, has announced the receipt 
of a message from the Palmetto Fire Insur- 
ance Company to the effect that it will write 
business there only in accord with the agency 


law of the State. This follows the recent 


statement of Superintendent Julian that he 
would cancel the company’s license on August 
24 if it was shown that it had insured auto- 
mobiles sold in Alabama under the so-called 
Chrysler-Palmetto plan. 
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ONE IDEAL 


With the Mutual Benefit suc- 
cessive managements have 
adhered to the principle of mu- 
tuality, being dominated by one 
ideal—that conveyed by the 


name of the Company. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Organized 1845 


Newark New Jersey 





THE 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 


O. W. JOHNSON, President 
WANTS: A Field Organizer 
Contract—Salary and Expenses 
WANTS: General Agents and Managers 
Contract—Commissions or Commissions and 
Expense Allowance. 


Only men of experience whose records will bear the 
closest inspection will be employed. 


Address—S. W. GOSS, Vice-President, 
The Rookery, Chicago, III. 
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——e oo re anxious to accomplish CALIFORNIA 
—men who are sold on life insurance 
Protection— 





—men who are open to Partnership- 
basis Agencies— 


Tell it all in the 
first letter-Time 


is Money. 


LIFE HEALTH ACCIDENT 
THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 
Standard Sub-Standard Super-Standard 









































1925 


Ghe Oldest Life Insurance Company 
in the West. Desirable territory open 
for live agents. Has an enviable record 


for liberal dealing. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 


PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub- 


_— Senp Ten Cent Sramp For CATALOGUE. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 











HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 


has grown so in popularity until it is now generally conceded to be 
“tone of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 

Write for Financial Statement 


BALTIMORE, MD. 


GEO. A. CHASE, President 
B. L. TALLEY, Secretary 








THE GUARANTY LIFE INS, CO, | 





DAVENPORT, IA, 





New Policy Contracts 
Excellent Territory Open 
. Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mor. 




















An Exceptional Opportunity 
for 


General Agency Contract 
Unusually Liberal Terms 
Splendid Territory 

Home Office Cooperation 


Oldest Legal Reserve Company in Texas. 


Texas Life Insurance Company 
Write Today Waco, Texas 














W. E. SMALL, President 


OVER $3,000,000.00 SURPLUS AND RESERVES AS TO POLICY HOLDERS 


Georgia Casualty Company, attanta, 6a. 


BURGLARY 
LIABILITY 


AUTOMOBILE 
PLATE GLASS 


AN AMERICAN COMPANY 


E. P. AMERINE, Secy. 


PROPERTY DAMAGE 
WORKMEN’S COMPENSATION 
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The Debit in the Development of Character and Caliber 


By WirtrAm C. Morton 


Registrar, Life and Casualty Insurance Company of Tennessee, Nashville 


If the duties of a debit do a0thing else hut 
develop character and caliber, the compensation 
is certainly worth while: and they do that ad- 
mirably. Any profession that will not develop 
these two qualities of success, is not worth the 
consideration of a really worth-while man. 
The very fact that men are enabled to rise 
from the debit to important executive positions 
is sufficient evidence that it does develop char- 
acter and caliber. Character is really what 
may be termed “the inner man,” what you 
know yourself to be. And by caliber, I mean 
your trademark. Evey man brands _ himself 
with some kind of trademark that is easily 
distinguished by real, good business men. The 
kind of man that the debit needs is one of a 
very high caliber. It needs a man whose cali- 
ber can be face; in other 
words, a man whom the world will instantly 
appraise as being “a man among men.” 


read in his very 


SCIENCE IN SALESMANSHIP 

It must be admitted that there is such a 
thing as science in salesmanship and that we 
can profit from the experiences of others, in 
such Ways as using their methods to gain an 
interview, and then how to close out the sale 
after having secured the interview and other 
such things of importance, but yet we must 
sooner or later come face to face with this 
fact: we must look and act like the man who 
ought to be allowed to succeed. The only way 
im the world to hold a man’s attention and in- 
terest is to gain his confidence, and to do that 
aman must be a man of sufficiently large cali- 
ber and character as to command his attention 
and interest. In this way we naturally com- 
mand his respect and admiration. As a mat- 


ter of fact, it may truthfully be said that the 
only way for a debit man to increase his sell- 
ing ability is to increase his caliber and 


strengthen his character. This should be the 
goal of every debit man. A debit man should 
never permit himself to think that, because he 
deals in small weekly premiums, he is incapable 
of thinking in larger figures. No better evi- 
dence of this could be given than the fact that 
a debit man was recently given credit for hav- 
ing been the father of the idea that finally 
culminated in one of the largest group deals 
of the season. I have reference to the great 
deal, recently closed, whereby all the employees 
of the Louisville and Nashville Railroad were 
insured with the Prudential. The news that 
this idea originated with an man 
should be sufficient to make every debit man 
feel proud of the fact that there is indeed room 
for the development of character ana caliber 
on the debit, no matter how small or how 
badly abused it may have been. 


industrial 


Turee TuHincs NEEDED 

Three things that have a great deal to do 
with the development of character and caliber 
in the debit man are thought, study and work. 
It is more essential to develop the salesman 
than to create the product. The old fashioned 
back-slapper type of salesman has now given 
way to the keen analyst and the close student 
of human nature. It is a very noticeable fact 
that the qualities of the successful salesman 
resemble very much the successful man in gen- 
eral: and it is certainly an established truth 
that success depends very largely upon the 
very same principles regardless of the occupa- 
tion or profession. However, a salesman must 
possess, to a higher degree than most men, a 
pleasing personality and a keen sympathy for 
others, in order that he may in a very short 
time cultivate that confidence and esteem that 
is so essential to the closing of any sale. 

Life is a matter of development. To my 
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way of thinking there is nothing more beauti- 
ful than the unfolding of a young child’s life 
from the cradle until it approaches manhood 
and womanhood. Indeed to watch such a scene 
is to look upon the marvelous work of God. 
If there is a more interesting study than that 
I would say it is a debit man who has just 
entered the business. To the man who has 
just taken up his duties as debit man, the in- 
surance world is as strange as the universe is 
to the new born babe. It is certainly inspir- 
ing to watch him as he gradually learns the 
various phases of the work and, under the 
direction of others, learns to handle the debit 
in a successful way. The debit man with a 
real ambitious desire to succeed will of course 
wish to develop all his native ability as rap- 
idly as possible. In doing so he is creating 
by-products that cannot be measured in money 
value, and those are credit and character and 
caliber, without which no man can be able to 
permanently succeed. 


Native ABILITY 


Another thing that is necessary for one to 
have in order to develop character and caliber 
is native ability. By native ability I mean 
nothing more than the natural aptitude that 
God has given you. A uniform will not make 
a soldier. Neither will the setting-up exercises. 
Going to college will not make a man bril- 
liant or enable him to secure a degree, and 
carrying a collection book will not make a 
successful debit man. Before a man can suc- 
ceed at anything he must possess a little native 
ability. Of course the more native ability a 
man has to begin with, the easier it will be 
for him to succeed; but get this encouraging 
thought: native ability can be developed. 

Native ability includes aptitude—the ability 


to grasp things quickly. Can you? It includes 
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intuition—the ability to sense instinctively the 
true status of the local situation. Can you do 
that? It also includes initiative—the ability to 
plan and originate; adaptability—the ability to 
fit oneself into the situation and make the most 
of it; resourcefulness—the ability to make suc- 
cessfully a move that is dictated by the circum- 
stances and to oppose the counter moves of 
others. Do you possess these characteristics to 
If you feel that you do not, do 
If my 


any extent? 
not by any means become discouraged. 
articles accomplish no other good than to make 
agents optimistic, I shall certainly feel happy. 
Let your slogan in life be: “It Can Be Done.” 
Remember this: aptitude can be developed by 
study; intuition is the result of deep study 
and meditation; initiative is dependent to a 
very great extent upon knowledge; adaptability 
can be developed by throwing one’s whole 
energy into the battle of life with a resolve 
to learn from the experiences of others; and 
resourcefulness can be cultivated if a fellow 
will only faithfully try to cope with every sit- 
uation in his various debit experiences. You 
may not possess as much native ability as you 
think you should. Doubtless you do not. Not 
many of us do; but that is nothing to discour- 
age people. As already stated, you can in- 
crease that if you are mindful to do so. 


Hearttu Is EssentTIAL 


The fact that health is essential to char- 
acter and caliber, no one of course would deny. 
Health is the debit man’s capital and he should 
lose no opportunity to “sell” the value of right 
living and good health to his clientele. The 
debit man should bear in mind that the health- 
ier his policyholders are, the more profit his 
company will make and likewise he will profit 
from it in the same manner. Emerson aptly 
made the following very truthful assertion: 
“Physical exuberance, surcharge of arterial 
blood, a strong heart and a bounding pulse— 
these are the bases of the powers that make 
men and nations great. In the last analysis, 
great human achievements rest on_ perfect 
physical health.” 


Preparedness is necessary to character and 
caliber—success. The great war brought home 
to the American people the great value of 
being nationally prepared. Preparedness is 
necessary in order for a person to defend 
himself. Since it is a well-known fact that 
insurance agents frequently and constantly 
meet objections to their wares, it becomes ap- 
parent at once that preparedness is to the 
agent just what it is to the nation. 


It is a well-known fact that the so-called 
secret to most successes in this world is pre- 
paredness; fate seldom sides with the un- 
equipped. To succeed in selling anything by 
your own services, you must, first of all, 
acquire a knowledge of the principles of the 
craft and then master the details of the prop- 
osition. More than that, this knowledge must 
be marshalled and under the very best con- 
trol. Be prepared to answer any questions that 
may arise. It should be remembered that pre 
paredness does not come by intuition or in- 


spiration but by study and application. On the 
ladder of success, one of the principal rungs 
is preparation, and the top cannot be reached 
without going that way. 


OBSERVATION A REQUISITE 


Another thing that makes for character and 
caliber is the faculty of observation. One of 
the best ways of learning how to do things is 
by observing how others do the same thing. 
According to the rules of success, the thing 
that will help one man succeed should have 
the same effect for anyone else. Like causes 
produce like effects. If intelligent work will 
make one man a success, it will make a dozen 
men a success. If punctuality will help one 
man, it will help another. The alert agent will 
learn to profit greatly from observation. The 
debit man who “has his wagon hitched to a 
star,’ and every debit man should have, will 
always be on the alert for all things that will 
help him to make a better man on the debit. 
This is observation. By all means use your 
powers of observation. 

Under the head of observation also comes 
an agent’s ability to take a quick mental note 
of the surroundings, of the prospect’s appear- 
ance and the conditions under which he lives. 
All these things taken together and weighed 
in the balance of common sense will cause the 
agent to instantly tell just what form of pro- 
tection to offer his prospect. The agent must 
of course have a keen analytical mind and it 
must be trained to quickly observe the true 
situation. 

Immediately upon approaching a prospect 
for insurance the agent shourd be able to tell 
whether the circumstances are auspicious for 
a favorable approach. He should observe the 
tone of the prospect’s voice, the expression of 
his eyes, and his appearance in general because 
these things are absolutely essential to a true 
and successful approach. A rapid estimate of 
the local circumstances will enable the agent 
to adjust himself to the situation without de- 
lay. Above all things, as the canvass proceeds, 
he should be able to tell when the prospect is 
ready to make a decision and lose no time in 
getting the name on the dotted line with the 
very least delay. Here is the consoling thing 
about observation: it can be developed by prac- 
tice, like all the other qualities that go to make 
up the successful man on the debit and else- 
where. If that is not real inspiration, I do not 
know what is. Just think! A man can if he 
only will. Can you think of any greater in- 
spiring thought than that? 


CONCENTRATION NECESSARY 

Concentration is absolutely essential to char- 
acter and caliber. A man, to succeed at any 
calling, must be able to concentrate his entire 
being upon the duties in hand. Just as the 
sun’s rays do not burn until they are brought 
to a focus, so will the agent be unable to reap 
all the fruits of success until he learns to focus 
his entire being upon the task at hand. If 
there is any proposition in the world that is 
big enough and important enough to demand 
a man’s entire ability to concentrate, it is the 
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debit. Only by giving his entire time and at. 
tention to it, will he be able to reach the high. 
est degree of efficiency. Most men fail in life 
because they do not concentrate. At least it 
could be very truthfully said that every map 
could attain at least a fair degree of success if 
he would only learn the habit of concentra. 
tion. As John D. Rockefeller has very truth. 
fully stated (and his success in life is syff. 
cient evidence of the fact that he knows his 
business and knows whereof he speaks) : “Tf 
you are in earnest to the innermost fiber of 
your body, there is no power that can hold yoy 
back from the object that you wish to attain” 
After hearing this, do you wonder that he js 
able to collect a share of his great fortune 
from every automobile owner in America? A 
man must want to succeed badly enough to in. 
vest his entire life in the particular calling, 
Then failure is impossible. 


COURAGE 


A man must not only have a strong desire 
to make the best of life that he can, but he 
must have the “guts” or, in more dignified lan- 
guage, “courage” enough to face the world 
and demand the success that he thinks he js 
entitled to. It takes courage to be honest un- 
der all circumstances with your company, your 
policyholders and with yourself; to look the 
twelfth man in the face with an optimistic 
smile and a strong handclasp when the last 
eleven have given you the “cold shoulder;” to 
force yourself to work at top speed during the 
summer months when everybody else is prone 
to “take things easy”; to talk about how good 
business is when you have just had a very un- 
successful quarter, but such must be the case 
if an agent is to be known as a man of cour- 
age. 

Want of courage is what ruins the first few 
moments of a salesman’s interview and makes 
his voice quiver when it should be round and 
full of optimism, and robs the handshake of a 
real strong grip. You must not forget that 
the prospect will size up the situation with you 
from these things just as you intend to do with 
him. He can tell in a very few minutes 
whether or not you have come “to carry home 
the bacon.” When both of you sense the same 
situation, it is time for one of you to leave 
the scene. When this happens, it is time for 
the agent to get busy. 

I would have you remember this as a part: 
ing word: An agent without character and 
caliber will soon be without a debit. 


Kenilworth H. Mathus Joins Connecticut 
Mutual 

Kenilworth H. Mathus, in charge of consef- 
vation and advertising for the United Life and 
Accident Insurance Company, Concord, has fe- 
signed that post, as of August 15, to become 
assistant editor of publications for the Con- 
necticut Mutual Life Insurance Company of 
Hartford. His place with the United Life 
and Accident is being taken by Howard T. 
Ring, of that company’s accounting depart: 
ment. 
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Eliminating Waste in Soliciting 


It sometimes happens that an apparently 
healthy person experiences a puzzling lack of 
yigor. He feels well, but falls short in 
strength and stamina of the standard indicated 
by his appearance. On examination the 
physician finds some defect in the process of 
his digestion, circulation or secretion, entail- 
ing an unsuspected waste. So an earnest and 
industrious life insurance agent sometimes 
fails to secure the results that his efforts would 
seem to justify him in expecting. Examina- 
tion will generally reveal defective methods of 
which he is unconscious. The most common 
of these involve waste of time, waste of words 


and waste of energy. 


WASTE OF TIME 

Time is the raw material of our business. 
An appreciation of its value is the most im- 
portant lesson that a life insurance salesman 
can learn. 

His occupation is one of peculiar freedom 
and independence. His work is not laid out 
in clearly presented tasks, brought immediately 
to hand. He is his own employer—his own 
timekeeper. His hours of labor and degrees 
of effort are entirely under his command. For 
these reasons life insurance solicitors are 
particularly prone to be irregular and wasteful 
in the disposition of their time. 

This shortcoming is in large measure due 
to carelessness. Many men waste time with- 
out realization of the fact. It is safe to say 
that there is not one of us but would be 
astounded could an exact exhibit be placed 
before him of time unconsciously wasted by 
him in he course of any week. 

Few men deliberately idle, and that phase 
of the question may be ignored. Let us re- 
strict ourselves to consideration of some of 
the numerous ways in which we allow time to 
slip by us without being turned to good ac- 
count or, worse still, kill it by misuse. 

We do not sufficiently guard against the in- 
ducements to waste time that are created by 
others. The most temptations of 
this kind are presented by acquaintances, fel- 
low-agents and prospects who engage us in 
profitless during the business 
hours. The casual meeting, the fruitless dis- 
cussion, the aimless argument, consume more 
time than we can afford to lose, not to men- 
tion the ill-effect of side-tracking our minds. 
Lack of system is one of the most prolific 
Causes of loss of time. The man whose activ- 
ities are regulated from one end of the day 
to the other usually makes the most of his 
time. If you have no fixed hour for rising, 
retiring, reaching the office, taking younr lunch, 
you must inevitably lose much time through 
the derangement of plans and the necessary re- 
adjustment, : 


insidious 


conversations 


Comparatively few persons regulate their 
hours of sleep by intelligent judgment or 
knowledge of actual requirement. It is a ques- 
tion to which little serious thought is given, 
and inclination is usually the deciding factor. 


For many years the writer sincerely believed 
that he needed eight hours of sleep nightly 
and that nine hours were good for him when 
he could secure them. Careful test has con- 
vinced him that seven hours sleep is the best 
allowance for him and that he can get along 
very well with six when necessary. This dis- 
covery brought the humiliating disclosure that 
he had wasted two or three years as surely as 
though he had been dead for that time. It 
also brought the consolatory knowledge that 
he may add the equivalent of fifty working 
days, or two months, to every year in the 
future. 

It will be well worth while to consider this 
matter in your own case. After a certain 
point sleep ceases to be energizing and be- 
comes enervating. It may be that you are 
impairing health, as well as losing money, dur- 
ing the last hour you spend in bed of a morn- 


ing. 


On Street Cars 

Have you ever calculated the time you spend 
on street cars? Do you turn it to any ac- 
count, or is it sheer waste? It should be 
devoted to definite mental occupation. The 
time consumed in traveling from your home to 
the office may be profitably employed in re- 
hearsing a canvass, framing an argument, or 
considering some one of the many matters of 
business concern which, ordinarily, do not re- 
ceive the thought they deserve. 

Most men are prone to spend too much 
thought and speech on non-essentials. Inter- 
views are unduly prolonged by needless dis- 
cussion. Matters of no moment are permitted 
to intrude upon the mind and rob it of time 
which should be devoted to matters of con- 
sequence. 

These dissipations of time are avoidable. 
The rest hour may be occupied by studying in- 
surance literature or reading some book of 
the up-lift kind. Conversations, interviews and 
tasks may be regulated by a watchful thrifti- 
ness, instead of the usual liberal carelessness. 
All time should be devoted to some definite 
purpose, even though it be diversion. Mental 
drifting is enervating and demoralizing. The 
practice of economy, if persisted in, will cul- 
minate in a confirmed habit which, for most of 
us, will result in saving many valuable hours 
in the course of a week. 

In short, time has a money value to the 
business man and he should check his expendi- 
ture of it as he does that of his bank deposit. 


WasTE oF Worps 

In the present age the most valuable art is 
that of the effective employment of words. 
Time was when our ancestors looked con- 
temptuously upon speech and writing as accom- 
plishments fit only for monks and scriveners. 
That was the age of brawn when a man 
worked his will with the aid of a club, and 
found in fear the most potent agency for per- 
suasion. This is the age of brain in which 


> lard 
do 
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the master forces are of mental origin and 
words are the principal promoters of action. 
In this day an epigram may be more effective 
than an army corps. 

Our business is peculiarly dependent on 
speech. In almost all other lines of sales- 
manship something tangible is offered, mak- 
ing appeal to the sight and other senses. In 
ours success is secured solely by playing upon 
the imagination through the medium of the 
spoken word. 

In this and other respects our work re- 
sembles that of the preacher and the advocate. 
In these professions men take the utmost pains 
to cultivate the art of speaking and to re- 
hearse for particular efforts. With rare ex- 
ceptions, we neglect all such preparation. 

Few of us really apprecfate the power of 
words properly applied. We never think of 
studying to make our speech more effective; 
but deliberate effort in this direction would 
add immeasurably to our success as salesmen 
We may, by intelligent exercise, develop our 
powers of exposition, conviction and persua- 
sion; we may cdltivate feeling, energy and 
imagination; we may learn the effective rse 
of pause, emphasis and climax. 

A moderate degree of trouble devoted to 
acquiring a knowledge of word values and to 
improvement in expression will largely repay 
the salesman by increased efficiency. As it is, 
we talk at random. Often the spoken word 
fails to express our meaning, and, what is 
worse, it sometimes misrepresents the thought. 
When the conveyance of an idea is laborious 
there is something faulty in our mental pro- 
cess or verbal expression. 

This subject, which I have hardly touched 
upon, deserves more extended consideration, 
but at present the matter for discussion is the 
waste of words rather than the effective use 
of them. 

The commonest fault of the life insurance 
agent is talking too much. The root of this 
defect is to be found in failure to think 
enough. 

To my mind, the most remarkable feature 
of the great jury addresses of such masters 
as Russell, Choate, and Ballantyne is the ade- 
quacy without redundance of the presentation. 
What is the secret of this remarkable preci- 
sion? Without doubt, it is thorough mental 
review. They had examined their subject from 
every angle, and especially from the viewpoint 
of their prospective hearers. They had a 
clear-cut conception of the thoughts which they 
wished to create in the minds of the jury and 
could calculate to a nicety the amount of ver- 
bal weight and stimulation necessary to set the 
desired mental process in operation. 


SuccEsTIon UseEpD 


Able teachers, preachers, and writers do not 
aim to secure their efforts by exhaustive state- 
ment, but by suggestion. Similarly our object 
should not be to save thought on the part of 
our prospect, but to encourage it. By telling 
the whole story with attenuated detail we pro- 

(Continued on page 41) 
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PRUDENTIAL NEWS 





Many Celebrate Anniversaries of 
Service with Company 


TO HAVE NEW ASSISTANCY AT 
OWOSSO 





schedule of Agents Who Have Been Pro- 
moted to Assistant Superintendencies 

Company of 

many 


Insurance 


The Prudential 
announced 


America, Newark, has 
changes and promotions in its agency ranks 
and has also recognized several agents for the 
notable length of time during which they have 
served the company. Among the announce- 
ments made are the following: 

Richard F. Kegan of the Baltimore 2 Dis- 
trict has been promoted to assistant superin- 
tendent in the same district dating from 
August 17. 

Frank E. Schiver of the Cumberland, Md., 
District, was promoted to assistant superin- 
tendent in the same district dating from 
August 17. 

Superintendent Edward vonKleeck of the 
Baltimore 1 District, has just qualified for an- 
other Gold Merit Button for the writing of 
ordinary new business. 

Agent Paul Slaughter of Atlanta, Ga., was 
promoted to assistant superintendent in that 
district on July 27. 

Assistant Albert L. Kenyon of the Atlanta, 
Ga. District, was transferred to the 
Jacksonville, Fla., District, on July 27. 

Assistant Superintendent Marion D. Malone 
of the Atlanta, Ga., District, was transferred 
to the new Greenville, S. C., District, on July 
27, 

Assistant Superintendent Albert McCarthy 
of the Memphis, Tenn., District, was trans- 
ferred to the new Charlotte, N. C., District, 
on July 20. 

Since the last notice of changes in the super- 
visory ranks of Division E the following have 
been advanced to assistant superintendents: 

Paul B. Gensemer at Lock Haven; William 
F. Collier at Williamsport; Raymond W. 
Shanley at Ridgway, and Le Roy W. Mensch 
at Altoona 2. 

Superintendent George P. Kunkelmann has 
been transferred to Pittsburgh 3 from Wash- 
ington, Pa, and assistant superintendents 
Merle C. Liggett and Donald H. Foucart have 
been appointed superintendents at Washington 
and Beaver Falls respectively. Mr. Liggett 
was advanced from an assistancy at Monon- 
gahela of the same district, while Mr. Foucart 
gained his promotion from Ridgway of the 
Dubois District. 

Superintendent James W. Loynd of Taren- 
tum, Pa., returned to duty on August 3, after 
an absence of five months on account of ill- 
ness and was cordially welcomed by the staff, 
who were eagerly awaiting his return. 

C. H. Tennant, who for the last fifteen years 
has been the Prudential Insurance Company’s 
superintendent in the Auburn, N. Y., district, 
will observe the thirty-fifth anniversary of his 


new 
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connection with the company on August 9. 

James C. Ludman, superintendent for the 
Springfield, Ohio, District, celebrated the com- 
pletion of his thirtieth year with the Pruden- 
tial on July 23 at the Hotel Bancroft. 

Thomas I. Ellison, Arthur J. Enburg and 
3enno L. Greder, all of the Davenport, Iowa, 
District, been assistant 
superintendencies. 

Roy C. Trowbridge, an agent in the Water- 
loo, Iowa, District, completed his 
twentieth year with the Prudential. He. re- 
ceived a gold locket and certificate of enroll- 
ment in Class D, Prudential Old Guard. 

The Prudential will establish a new assist- 
ancy at Owosso, Mich. in September, and 
Montie ‘C. Paquette, an agent in the Flint dis- 
trict, has been named assistant superintendent 
in charge. Owosso will be operated as a de- 
tached assistancy of the Flint district. The 
territory will include the towns of Alma, 
Mount Pleasant, St. Louis and Ithaca. 

Walter D. Cady has become assistant super- 
intendent of Detroit District Number 
which, until July 20, he had operated as an 
agent. 


have promoted to 


recently 


2; in 


MINOR MORTON WRITES VERSES 
Agency Director of Atlas Life Extols 
Spirit That Makes Sales 
Minor Morton, agency director of the Atlas 
Life Insurance Company, Tulsa, while consid- 
ering a number of letters from agents in a 
certain section complaining that they could not 
write business there because of a drought 
which had affected clients’ prospects, noted 
that, despite this, one agent had secured a good 
volume of life insurance in the same territory. 
Attributing the one man’s success to determi- 
nation and persistency, Mr. Morton wrote the 
following verses, entitled “Give the Best 

You've Got!”: 

If you give the best that’s in you to the job 
you undertake— 

If you tackle it in earnest and do not sham or 
fake— 

If you use what God has given you—in your 
work or in your play; 

You’re going to put things over, men—It is 
the only way. 


Don’t try to “kid” yourselves and say: “Con- 
ditions are not right”; 

It’s not “conditions”—It’s just you. 
and begin to fight! 

“Over the Alps lies Italy’—Napoleon had an 
aim— 

He conquered ice and mountain peaks, and 
gained immortal fame. 


Wake up, 


Washington, at Valley Forge, was “up against 
it” right— 

His men were hungry—poorly clad—and in a 
sorry plight; 

But their hearts were strong, and they car- 
ried on with a courage grim and rare, 

In the dead of the night they made their fight 
—they crossed the Delaware. 


Men are to-day as they’ve always been-—they 
love to strive and win, 

Fighters in war—fighters in peace—in spirit 
all are kin. 

Address yourselves to the tasks in hand— 
Don’t sulk and bewail your lot— 

You can do the thing you’re trying to do— 
Just give it the best you’ve got! 
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METROPOLITAN ITEMS 





Districts Created in New 


York 


Two New 





PROMOTIONS AND CHANGES LISTED 





Ten Leading Districts in Industrial—Two 
Advances in Southern Territory 


Two new districts have been created recently 
by the Metropolitan Life Insurance Company, 
both in the New York metropolitan territory. 
They were Bellaire, in Long Island, and West- 
chester, in the Bronx. The former is in charge 
of C. J. Ward as manager, formerly a general 
assistant manager of the accident and health 
branch of the work, and the latter has for its 
manager W. H. Stewart, transferred from 
Mt. Royal, Baltimore, Md. The vacancy thus 
left in Mt. Royal was filled by the transfer of 
L. J. Zettler from Nyack, N. Y., he in turn 
being succeeded by J. Van denBout, trans- 
ferred from Malone, N. Y. This left a chance 
for promotion and J. A. Conway, assistant 
manager in Troy, N. Y., was made manager 
of Malone, N. Y. In the same territory, the 
New York State, P. M. Smith, manager of 
Geneva, N. Y., was granted a leave of absence 
and F. J. Murphy was transferred from Rome, 
N. Y., his place being filled by the promotior 
of A. Gillette, assistant manager in Onondaga, 
N. Y. Two other changes were also made, R. 
R. Lawrence, manager of New Rochelle, N. 
Y., going to Buffalo, N. Y., to succeed F. L. 
Moran, who was transferred to New Ro- 
chelle. 

In the Southern territory there were two 
promotions: E. V. Chisholm, assistant man- 
ager in the Newport News, Va., District, being 
made manager of the same district to succeed 
E. *V. Bartol; H. B. Ellis, assistant manager 
in Gastonia, N. C., being appointed manager 
of Meridian, Miss., to succeed C. C. Sellers, 
resigned. 

Still another promotion was made in the 
Middle Atlantic territory, where H. P. Ham- 
merschlag, assistant manager in the Philadel- 
phia Middle District, became manager of the 
Coatesville, Pa., District, succeeding H 
Raudenbush. 

The ten leading districts in the industrial 
department, in the country at large, in aver- 
age increase per week, per agent, for the year 
to and including the week of July 27, were: 
Winston-Salem, N. C., J. H. Bland, manager; 
Milburn, N. Y., Philip Gilberg, manager; Port 
Morris, N. Y., Jacob Varon, manager; Gordon 
Park, Ohio, M. J. Reigert, manager; Scranton, 
Pa., Joseph Gross, manager; Lake Shore, 
Canada, Philip Hochstadt, manager; Cleveland, 
Ohio, E. F. Satalia, manager; Staniland, N. 
Y., M. E. Thompson, manager; Clinton, Mass., 
J. E. O’Connor, manager; Nyack, N. Y., L. 
J. Zettler, manager. 

In the same department, in gross increase 
for the year to and including the week of July 
27, the ten leading agents and agents unattached 
were: Samuel Ballin, agent, Newark, N. J.; 
John Conte, agent, Stamford, Conn.; Albert 
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AUTOMOBILE INSURANCE 


By AMBROSE RYDER 

P UBLIC LIFE A NEW, COMPLETE, STANDARD TREATISE 
Ideal for Agents, Brokers, Adjusters and Underwriters, 

A Handy Reference Book for all Fields of Automobile 


INSURANCE oe 
Covering this unique and ideally arranged book The Eastern 


Underwriter says it is ‘“‘Written in his best and cleverest vein 


by one of the country’s leading experts on the subject.” 
( OMP AN This excellent reference and text-book has been written ip 
non-technical language, to fill a long-felt need for some standard 


work on automobile insurance—a book that will be of use to 
the man in the field as well as the man in the office. This book 
will save endless correspondence between the agent and the 
home office on matters pertaining to special coverages, policy 
features, how to insure unusual risks, fleet rating, etc. 


DO YOU KNOW THAT 
THERE ARE MORE THAN 20 DIFFERENT KINDS OF 


HOME OF F ICE AUTOMOBILE INSURANCE PROTECTION? 


CHIC AGO These and many other matters are carefully explained in 
AUTOMOBILE INSURANCE 


ILLINOIS A separate chapter is devoted to SALES METHODS in use 
; by successful agents and brokers in various parts of the country, 
A prominent claims man has said: “I have read Automobile 
Insurance and it has given me a better understanding of some 
automobile insurance problems than I was able to gather 
during many years of practical claims experience.” 
It is an ideal book for young people in insurance offices, who 
are anxious to broaden their knowledge of automobile insurance. 


ALFRED CLOVER LEND THEM A HELPING HAND! 
Price per copy, $3.75 
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A REAL HELP FOR EVERY AGENT 





The Prosperous Agent a 
By William Alexander A G ENTS K EY 


The carpenter does his work with plane and saw. 
The blacksmith with hammer and anvil. But the 


erdhicensticctaceraiostonieres. isis FIRE INSURANCE 


the importance of making the most of his mental By Robert P. Barbour 
equipment. The little book entitled ‘The Prosper- —_— 

ous Agent” deals with this subject in a practical way. THIRD EDITION 

It tells how the life underwriter can read his own mind THOROUGHLY REVISED 
and understand the minds of other people. It tells GREATLY ENLARGED 


how his mental faculties can be developed and utilized 
in such a way as to increase his efficiency and con- 
sequently his earnings. 


This valuable work contains a wealth of informa- 
tion for the agent. 

A new man entering the business can gain from it 
sufficient instruction to enable him to conduct his 
business intelligently, while the veteran can glean 
PRICES: from its pages much to aid him in his work. 


Discount in Quantities contains 456 pages, and is handsomely bound 








Write for circular showing new information given in this new edition. 


PRICE, $3.50 
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Glassman, agent, Newark, N. J.; Charles 
Silver, agent, Allegheny, Pa.; F. H. Potvin, 
agent, Manchester, N. H.; W. G. Hamm, 
agent, Schenectady, N. Y.; Louis Goldman, 
agent, Gordon Park, Ohio; E. L. Bessman, 
agent, Gratiot, Mich.; J. E. Guimont, agent un- 
attached, Berlin, N. H-; David Newman, agent, 


Cleveland, Ohio. 

In average net gain, ordinary business, per 
month, for the year to and including the week 
of July 13, the ten leading districts were: 
Miami, Fla, S. W. Durrance, manager; Oak 
Park, Ill, Gabriel Dunkleman, manager ; 
Joliet, Ill, B. D. Morton, manager ; Ridge- 
wood, N. Y., David Rudberg, manager ; Scran- 
ton, Pa. Joseph Gross, manager ; Fulton, N. 
Y., John Bedrick, manager; Tampa, Fla., J. 
R. La Nasa, manager; Stuyvesant Heights, N. 
y, H. C. Stieglitz, manager; Bridgeport, 
Conn, C. H. Nutting, manager ; Malone, N. 
Y,, John Van denBout, manager. 

Among the leading agents and agents unat- 
tached in the country at large, in paid-for, 
ordinary business, for the year to and includ- 
ing the week of July 13, were: W. J. 
Doherty, agent unattached, Oak Park, III; 
D. S. Nectow, agent, South 


Boston, Mass.: 
Isadore Spector, agent, New 


Haven, Conn. ; 
J. F. Carroll, agent, Wakefield, Mass.; J. J. 
Jones, agent unattached, Miami, Fla.; J. W. 
Reilly, agent, Riverside, ‘Cal. 





Eliminating Waste 
(Concluded from page 37) 


duce the effect of the nurse’s fairy tale on 
the little boy in the crib. He attends with 
keen interest, which is evidenced by an occa- 
sional question. Then he falls into the easier 
mental attitude of passive receptivity, and pres- 
ently he is asleep. 

This fault of exhaustive presentation is gen- 
erally aggravated by over elaboration, which 
wearles if it does not irritate an intelligent 
man. 

On a certain occasion Mark Twain heard a 
sermon on foreign missions. In the first fif- 
teen ntinutes the minister made a masterful 
plea. Twain was greatly moved and decided 
to donate a hundred dollars to the cause. But, 
as the preacher continued with a flood of 
words which added nothing to the force of his 
original statement, the humorist’s fire of 
enthusiasnr was gradually quenched. 


[The above was extracted from the book, . 


‘Practical Pointers,” by Ferbes Lindsaiy, 
published by The Spectator Company. It 
1s an excellent manual for industrial insur- 
ance agents. ] 


Sues on Policy 
Louisvittr, Ky., August 24.—The Union 
Mutual Life Insurance Company of Maine 
Was named defendant in a suit filed in the 
United States District Court here last Friday 
for the collection of a $50,000 life insurance 


policy on Joseph R. Grant Kansas City 


banker and civic leader who died shortly after 
the finding of an alleged shortage of $663,000 


be the accounts of the bank of which he was 
President, 
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INDUSTRIAL INSURANCE 


SECTION 


What Do You Think of Life Insurance? 


It is imperative that you shall have a just 
view of life insurance if you are to put into 
your work all the power of your being and all 
of the enthusiasm of your soul. Enthusiasm is 
a mighty motor of energy, but unless the splen- 
dor of the manifold service of life insurance, 
and of its place in modern life, has inspired 
your imagination, you cannot possess that driv- 
ing enthusiasm which is necessary for the full 
use of all your powers of mind and of body 
and makes for success. 


AGENT A NEGOTIATOR 


If, on coming into the business, you see in 
it nothing but an opportunity to profit by com- 
pelling unwilling men and women to buy poli- 
cies of you, for whose placing you will receive 
commissions, you cannot give all that life in- 
surance has to give, nor get fron it, in finan- 
cial and spiritual profit, all that it has to give. 
Life insurance is not pieces of paper that are 
The agent doesn’t sell these 
pieces of paper. He is not paid for delivering 
these pieces of paper. He is a negotiator of a 
contractual relation between his company and 
his client for the delivery of a varied service. 
And that service is the function of what we 
call “the institution of life insurance.” No 
one company is the institution of life insurance. 
very company is merely an instrument of 
that institution. It embraces all of them and 
is high above all of them. To it every com- 
pany owes its fealty, and from it each one of 
them derives its warrant as a server of the pub- 
lic, and by its recognized ethical principles and 
accepted rules of conduct every company and 
every agent should be governed. 


called policies. 


Fipuctary FIpELity 

The first and great principle of the institu- 
tion of life insurance is, fiduciary fidelity— 
recognition that a company and its agents are 
policyholders and _ beneficiaries. 
Life insurance fidelity is of a peculiarly 
exalted kind. It is our primary office to care 
for women and children after their protector 
has gone and they face a world that exacts a 
price for bread and whose charity at best is 
reluctant and is cold. A husband and father 
entrusts his loved ones to us. When he has 
gone it is our duty to do for his family, finan- 
cially, what he would have done had he lived 
—stand between them and want and hardship. 
This therefore is the most important financial 
transaction of his life. In many other pur- 
chases or investments the nature of the thing 
bought is such that he can depend on his own 
judgment. In life insurance usually he must 
Elindly trust. He doesn’t know life insurance, 
nor just what form he ought to take. He is 
chliged to rely upon the agent, and therefore 
to the agent he commits the future welfare 
of his family, and relies implicitly on the agent 
with life insurance protection his 
that, if the emergency time 
should come, the provision which his love im- 


trustees for 


so to fit 


family’s needs 
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pelled him to provide shall be appropriate and 
adequate. 
TrusTED COUNSELLOR 

That is why life insurance fidelity is, as we 
have said, of a peculiarly exalted type. Hence, 
you see, you are not a dealer in pieces of 
paper—you are the trusted counselor of your 
client, and it is your bounden duty to fit life 
insurance service to life insurance needs re- 
gardless of the size of your commission; and 
instead of selling pieces of paper, you are a 
guarantor of food, clothing, shelter, education, 
retention of the home, and of all that goes 
to make life tolerable to dependent women and 
children, and of that which gives opportunity 
through continuance of the education of the 
children, and of a contribution to the welfare 
of society through the avoidance of charity 
and through the development of children to 
the point where they can take their places ade- 
quately equipped as adult members of society. 
Banish from your mind, if you entertain it, 
the thought that you are a peddler of printed 
forms. You are, instead, a representative of 
one of society’s noblest and greatest institu- 
tions, and not a huckster of sheets of bond 
paper, grubbing for commissions.—The Penn 
Mutual News Letter. 


INCREASE CAPITAL AND SURPLUS 
New York Title and Mortgage Expands 
Operations 
The New York Title and Mortgage Com- 
pany will have capital, surplus and undivided 
profits of over $24,000,000 on October 1 as a 
result of action taken by stockholders on Au- 
gust 18. At a special meeting it was voted te 
increase the capital stock from $7,500,000 to 
$10,000,000 by the issuance of 25,000 shares at 
the par value of $100 each, to be offered to 
stockholders of record of August 18, on a basis 
of one new share for every three shares of 
their holdings, at a price of $365 per share, 

to be paid on or before October 1. 

This will have the effect of adding $0,000,- 
000 to the present capital, surplus and undi- 
vided profits. 

President Harry A. Kahler explained to the 
stockholders that the increase was advisable to 
take care of the growing business of the com- 
pany. He pointed out that the earnings of the 
New York Title and Mortgage Company, for 
the six months ending June 30, show a sub- 
stantial increase over the corresponding period 
of last year. 

Mr. Kahler further stated that plans were 
in contemplation for extending the scope of 
the operations of the New York Title and 
Mortgage Company beyond New York city 
and that in addition to facilitating this devel- 
opment, the added capital would aid the de- 
velopment of their associated financial institu- 
tions, the American Trust Company, New 
York, and the County Trust Company, White 
Plains, both of which show increasing busi- 
ness and growing deposits. 





JOHN HANCOCK NOTES 


Leaders for First Six Months of 
1925 


MERIT EMBLEM SUCCESSFUL 








Many Assistant Superintendencies Estab- 
lished—List of Qualified Class ‘‘D”’ 
Agents 


The leaders for the first six months of 1925 
in the John Hancock Mutual Life, Boston, 
are as follows: Assistant superintendents 
leading, weekly premium increase, Harry 
Bernstock of Brooklyn; gross ordinary issues, 
Michael Mitchell of New York. Agents lead- 
ing, weekly premium increase, Laurent Cyr of 
Salem; gross ordinary issues, William Philips 
of Boston. Assistants at detached agencies, 
weekly premium increase, Cranville L. Ander- 
son of Burlington (Concord); ordinary, Ed- 
ward Bickhardt of West New York (Hobo- 
ken). 

From the home office comes the statement 
that the merit emblem, awarded to those 
agents producing a certain amount of business, 
can prove a valuable help in producing busi- 
ness. “There is a good deal in the propositi- 
tion that a man likes to buy his insurance from 
an agent who has been recognized as having 
reached a certain mark of accomplishment and, 
therefore, may be looked upon as knowing his 
business,” says the statement. The interest in 
the merit classes cqntinues, those who qualified 
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in 1924 endeavoring to reach a higher class 
this year; those who were not successful in 
aualifying last year, doing their best now. 
The following have recently qualified for 
Class “B’—$150,000 paid-for business—Wil- 
liam Phillips, Boston; Morris Donenfeld, 
Brooklyn. The Class “D” list of recent quali- 
fiers with few exceptions gives names of those 
in the Eastern part of the country “but it 
doesn’t mean anything,” say the brethren from 
the West. The following qualified: John 
Hawke, Malden; A. Masciale, Brooklyn; P. 
Gallari, Brooklyn; M. McKinney, Chicago; 


‘Leland Stanford, Hempstead; Joseph Zajkow- 


ski, Long Island City; Henry Mangili, Provi- 
dence; Nyman Weinberg, Boston; Axel W. 
Swanson, Boston; Martin Stanton, Philadel- 
phia; Max Frank, Brooklyn; Thomas J. 
O’Brien, Brooklyn, and Edward J. Walsh, 
Glens Falls. 

Albert W. Burden of St. Louis, although 
serving the company but for a short period, 
has been ‘promoted to assistant superintendent 
as he demonstrated that he could reach and 
maintain a position among the leaders. Thomas 
J. Marshall of Concord, who led his agency 
in both branches last year, has been promoted 
to assistant superintendent. 

Waldo R. Taylor of Indianapolis has writ- 
ten an application practically every day since 
coming into that agency. He has been pro- 


moted to assistant superintendent. The Ply- 
mouth detached office has been transferred 
from the Quincy agency to the Brockton 
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agency. Idward L. Ryan, agent at Quincy 
has been promoted to assistant superintend. 
ent at this detached office. John P. Pray 
assistant superintendent at Concord, has ths 
transferred to the Cambridge agency. 

The following agents have been promotes 
to assistant superintendents in the districts of 
their service, as the result of their showing 
marked ability: John W. Ross, Waltham: 
Joseph B. Heim, Cincinnati; Roy F. Brown 
Detroit; George H. Zimmerman, Philadelphia: 
Elmer D. Simcox, Davenport, Iowa; John 6. 
Zimmerman, Cincinnati; Joseph P. Delaney, 
Worcester; Vine R. Starr, Hartford; Mitler 
H. Dunz, Cohoes, N. Y.; David L. Elinsky, 
Newark, N. J.; George G. Moore, Philadel. 
phia, and Walter C. Davis, Jr., Portland, Me, 

James E. Sullivan has been promoted from 
agent at Haverhill to an assistancy at Toledo, 
Joseph W. Ruffing has been promoted from 
agent at Chicago to an assistant. Julius \f 
Sommer has been promoted from agent a 
Grand Rapids to assistant superintendent a 
Kansas ____ City. Assistant Superintendent 
Joseph C. Tolkin has been transferred from 
Detroit to Troy, N. Y. 


Universal Life Licensed in Texas 

Austin, Tex., August 24.—License to do 
business in Texas was granted by the State 
Department the Universal 
Life Insurance Company of Memphis, Tenn. 
This company, which is new to Texas, has a 
capital stock of $100,000 with $21,449 surplus. 
No Texas headquarters have been designated, 
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INSURANCE COMPANY 
OF CHICAGO, ILLINOIS 





—_— 


PROGRESS OF THE GLOBE 


RESULTS FOR 1924 OVER LAST FIVE YEARS 





GAIN IN INTEREST INCOME.......... 382 PER CENT 
Ss ree Te TT eee eee 319 PER CENT 
Gs Be | ere 95 PER CENT 
GAIN IN INSURANCE IN FORCE....... 85 PER CENT 
AVERAGE GAIN OVER LAST FIVE 

fe NSS a eer ee ac 220 PER CENT 


The above figures are the results of the highest grade of 
service to policyholders and representatives. The latest is 


CLAIMS PAID BY TELEGRAPH 


To which have been added 


CLAIMS ADJUSTED BY RADIO 


It is the last word in 
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HARPER’S LIFE INSURANCE LIBRARY 


Life Underwriting as a Career—By Edward A. Woods, President Edward 
A. Woods Co., General Agents, Equitable Life Assur. Society; Ex-Presi- 
dent National Association of Life Underwriters. $2.35. 


Analyzing Life Situations for Insurance Needs—By Griffin M. Love 
lace, Director, Life Insurance Training Course, New York University. 
Price, $2.40 Delivered. 


The Psychology of Selling Life Insurance—By Dr. E. K. Strong, Jr., 
School of Life Insurance Salesmanship, Carnegie Institute of Technology. 
Price $4.25 Delivered. 


Selling Life Insurance—By Dr. John A. Stevenson, Second Vice-President, 
Equitable Life Assurance Society; Formerly Director School of Life 
Insurance Salesmanship. Price, $3.75 Delivered 


Meeting Objections—By Dr. John A. Stevenson. 





Price, $1.60 Delivered, 


The House of Protection—By Griffin M. Lovelace. Price, $1.60 De- 

livered. 

Inheritance Taxation—By L. G. Gilbert, Edited by John A. Stevenson 
and Griffin M. Lovelace—Inheritance Taxation is a book of 330 pages 
which goes into its topic Federal and by each state, in great detail and 
roints out the value of life insurance asa method of solving inheritance 
tax problems. Price $5.00. 


IN PREPARATION 
Life Insurance Principles and Policies. 
Functions of Life Insurance—By Griffin M. Lovelace. 
Inheritance Tax—By Franklin W. Ganse. 





SEND FOR 


CONSTRUCTIVE SALESMANSHIP 
By Dr. John A. Stevenson 

“Keen as the edge of a sharp knife. It goes straight to 
the heart of things and places before the salesman the very 
life principle of his business. One would like to quote freely 
from this most fascinating book, but the best way for the 
reader is to buy the book. He will read it as if it were a 
‘best seller’ as it may well become.’”’—ZJnsurance. 

PRICE $3.00 
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